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_ HIGHLIGHTS of the I 


tk THE BELIEF that hed all | u 

 Yials are again available the nation’ 
een should be armed with ideas a 
tools to begin immediate and well planned 
tribution of those materials, the editors hay 
at a booklet How to Modernize Your — 

ome to help readers cultivate the home re-_ 
modeling market. As a promotional piece, it is_ 
designed to stimulate desire on the part of home’ 
owners to remodel and modernize their homes — 
and, more important, to convince. those home | 
arena at Gis beets denier & On ee 

w planning a remode 

article on page 35 discusses the ipa Me | Roa 
the lumber dealer can use it to put the ideas it 
contains across to the ‘public. The co lees: 
booklet will be presented in three issues of as 
magazine, the first installment of ten 2 
ginning on page 36. Thee well what boeae ge 
modeling can mean to your customers, how yore 
as a lumber dealer, can help them, and gives — 
several examples of exterior remodeling pared i 
These before and after shots range | 
addition of a porch to a complete remodeling 
_job including. new windows, rooms, and at- 
tached garages. Although the material in this 
ot fds eet ee 
will find many practical ideas that can be p put 
to good use in ‘contacts with pone 
contemplating wignerceosmass» . 


ever known. Retail lumber dealers can 
confidence and good will among this grou 
giving them every assistance possible 
efforts to build new homes. For this a 

to the best interest of the 

familiarize themselves with the 

sary for a veteran to obtain a prays 
ties to build a home. On peers te os 
discussing the various steps a véteran must g 
through to obtain such a loan, and how t 
lumber dealer can be of maximum assistat 
from the first 2 Been the puildin 
‘of the house. 


f db a ildin 

avored by the public, what : e 
they want included in a new home, 
they plas. by wend, ang he ae 
house will contain. heer 







































f 


AGAIN this year 
L:O-F h 
newspaper ai as prepare i 
and ee ee mats, a a Socee ri 
This material si help you boost your es pale 
tising, is keyed to th ell as L‘O-F national rise mn 
campaign. Do your e government's big Pai adver- 
gram “sages = in this nationwide ee 
in your artic ag omoting storm sash Lamas at 
" owners 


SEE YO 
UR L-O-F DISTRIBUTOR 
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helps. And che k receive the free packet e oure that you 
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Heat naturally a warm area to a cold area— 
from your war cold outdoors- 
In the interest rr n the interest 
of your comfort 3! pocketbook, prepars your home now 

js winter and for many winters 


to keep the heat inside—th 


to come. 
How? With insulation. Windows are & 
start, for windows, which may represent a 
wall area of your home, are the thinnest parti 
walls. Storm sash provide a blanket of insulating ait 
between your jndows and outdoor cold, with resu ting 
i running 45 much as x cent. They cut 

nd health protection. 

aler and get your order in now- 
make storm sash, only the 


flows from 
m rooms to the 
cious {uel—i 
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July 31, 1945 


BOYD RESIGNS FROM WPB-—J. Philip Boyd, of the Lumber and Lumber Products division 
of the War Production Board, has submitted his resignation to Chairman Krug — to become 
effective sometime between now and October 1. At presstime Mr. Krug had not yet accepted 
ad Peony . . . Boyd also announced the resignation of John N. Winton, of the same 

ivision. 


OPA MAY RUN FOR COVER—The discriminatory price increase on southern pine 2 x 
4's (see Editorial and Washington Calendar of this issue) has provoked a violent storm of 
protest from dealers and trade associations, with NRLDA’s able, energetic Secretary Northup 
spearheading the campaign. Prediction: The campaign will bear fruit. OPA will revoke its 
order in the very near future. 


CUT BRITISH LUMBER ALLOTMENT—Production of prefab houses for Great Britain is 
behind schedule so far that the full allotment of 54 million feet can’t be used. After a mid- 
quarter review of the situation, WPB has cut the allotment to 32 million feet—a close esti- 
mate of what will actually be used during this quarter. 


DENY “ACROSS-THE-BOARD” INCREASE FOR SOUTHERN PINE MILLS — William H. 
Davis, director of economic stabilization, has turned down a discretionary price increase of 
$2.75 a thousand board feet for all southern pine mills. WPB had recommended the increase 


as essential to boost lagging prodiction. Davis declared need had not been demonstrated 
and he was not convinced higher prices would result in desired production. 


ARMY TO SPEED REHIRING OF VETERANS—According to army spokesmen, the War 
Department will make every effort to help veterans find employment in civilian life and “de- 
lays in rehiring will not be tolerated.” 


BLAME ARMY AND NAVY FOR CIVILIAN GOODS LAG — A retired WPB official has 
charged that the army and navy have delayed reconversion by excessive buying and by 
blocking the production of needed civilian goods. The charge was made by Lester P. Doidge, 
who resigned July 1 as chief of the consumers’ durable goods branch of WPB’s office of 
civilian requirements. 


DEMAND SHARE OF SURPLUS FOR SMALL CONCERNS—Unplanned reconversion may 
cause a scramble for materials in which big companies will indulge in preemptive buying 
—such was the fear expressed yesterday by the Senate small business committee in urging 
that the reconversion program be amended to assure small companies their share of scarce 
surplus properties. 


SET UP NEW PRIORITY SYSTEM—As the first step in gradual elimination of the com- 
plex system of priorities and materials allotment now in force, WPB issued yesterday 
“priority regulation No. 30’. It creates a single priority rating, designated “MM”, to be used 
almost exclusively for military purposes. At year’s end the old system will be largely re- 
placed by the new rating, and producers who manufacture parts and products going into 
both military and civilian use will be expected to get their 1946 materials by using the “MM” 
priorities. . . . WPB has announced that manufacturers who need the new rating should 
apply before August 15. 


NO BUILDING BOOM BEFORE NEXT SPRING—Even if the Jap war ends much sooner, 
a real construction boom cannot very well get started before next spring because of the 
critical shortage of materials. After the abatement of exorbitant military demand, it will take 
several months to build up working inventories of lumber and other critical building mate- 
rials. Boom will start slowly, gradually gain momentum... . First big opportunity for re- 
tailers will probably appear in the home modernization and remodeling field. 





"This ‘Straight-line’ fea- 
ture is what gives Brad- 
ley's Pre-finished the edge 
over any other hardwood 
flooring.” 








This means Pre-finished Hardwood 
Floors have caught on... means that 
millions of feet of Bradley Pre-finished 
laid in many big war housing projects 
during the last four years have made a 
powerful, convincing impression. 


It'll be here the morning home-building starts again. So the ene bes.ganen sean: Cet 


tainly we’ve been spreading it our- 
selves, because we’ve developed a Pre- 


. . WY. finished (Straight-line) Flooring... in 
It’s coming because most people, eagerly waiting to Oak, in Beech, in Pecan .. . that meets 


It'll be like nothing you ever saw before. 


Bradley’s recognized standards of ex- 
cellence in workmanship, in quality, 
in color, in superb appearance... and 
we've got plenty of enthusiastic evi- 


build, know exactly what they want. 


They’ve said it in surveys, in answering question- 


naires, in “‘letters to the editor,” in talking with dence that it’s going to be the hard- 
wood flooring sensation of the coming 


architects and builders. new home-building era. 


And what is it they want? To get set for your share of this 


business, to increase your volume 
of hardwood flooring sales beyond 


Pre-fincohed HARDWOOD FLOORS! siscicsseterns 
BRADLEY LUMBER COMPANY of Arhansas 


WARREN, ARKANSAS 
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Bureaucracy Develops 
Another Booby Trap 


The Office of Price Administration has rum- 
maged in its bureaucratic kit and come out with 


one of the most dangerous control techniques yet 
devised. This august agency has decided to exceed 
its duly defined function of price control—now 
prefers to channel distribution by means of price 
preferentials. Even in Washington, that home of 
governmental confusion and whimsey, this insid- 
ious development strikes a new low. 

This new OPA technique is revealed in an 
amendment to Second Revised Maximum Price 
Regulation No. 19, which covers southern pine 
lumber. It grants a temporary (from July 23 
through October 21, 1945) increase of $4 per 
thousand board feet in the price of southern pine 
2 x 4s. The amendment applies to all common 
grades, but only to lengths of ten feet or longer. 
And here is the real joker. The temporary increase 
may be charged only when the 2 x 4's are shipped 
in straight carloads for direct mill shipment to an 
agency of the United States government, or to a 
user for direct use in filling government contracts 
or sub-contracts—but not for resale. 

The full enormity of this order is hard to justify. 
It simply means that for three months government 
agencies and government contractors are allowed 
to pay $4 a thousand more for southern pine 2 x 
4's than retailers are allowed to pay. Three points 
complete the logic of this story: (1) Two-by-fours 
are a key item, without which you don’t get far 
in any job that requires lumber. (2) Supply is 
much smaller than demand. (3) Whatever supply 
is available will go to the person paying the largest 
price. So for the next three months—supposedly 
the three big months of the retail lumber season— 
dealers who depend upon southern pine are going 
to get very little, if any, of this key item. 

Technically, of course, this isn't a real freeze; 
it's an adjustment of ceiling prices. All the people 
who formerly had the legal right to buy southern 
Pine 2 x 4's still have that right. It means that 
some people and agencies are authorized to pay 
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more in the market—and these high-price people 
will get practically all the stock. Retailers are ex- 
cluded from this favored group since these higher 
prices may not be paid for stock that is to be re- 


sold. 


For all practical purposes this discriminatory 
price increase amounts to a freeze order. And 
therein lies our most strenuous objection. It’s a 
matter of principle. Somehow it seems unclean and 
fundamentally dishonest to cover one type of gov- 
ernment control with the cloak of another. OPA 
has usurped a WPB prerogative and is deliberately 
channeling distribution. 


We did not protest—and neither did the Na- 
tion's lumber dealers—when WPB recently froze 
certain items of western lumber. That was a simple 
piece of distribution management, intended to 
divert needed sizes and items into war work. It 
was tough for dealers and civilian consumers, but 
probably it was necessary. At least it was handled 
in a forthright, above-the-board manner. Had a 
similar WPB order on southern pine been put into 
effect, there would have been equal understahding 
and forbearance. But we find OPA’s action to be 
inexcusable. 


We are inclined to suspect that the Central Pro- 
curing Agency had much to do, one way or an- 
other, with framing this order, and simply pres- 
sured OPA into acquiescence. Certainly there is a 
selfish motive somewhere. This price ruling sets 
up artificial discrimination even among government 
contracts. 


More than half the contractors using lumber in 
the production of war goods do not buy in straight 
cars. They buy it in truck loads from local retailers. 
This less-than-straight-car business is large in the 
aggregate and represents an important part of the 
industrial war effort. It will be seriously hurt. 


The other implications are almost too numerous 
to mention but it is important to note that this 
ruling will make it possible for public housing, if 
not otherwise checked, to buy the market dry— 
while retailers will have a hard time getting lumber 
to provide even disaster repair. 











PACEMAKER IN CRACKPROOF PANELS 








Now is a good time to ask: 


HE ANSWER confirms the 

judgment of forward looking 
dealers everywhere who foresee 
an unprecedented use and post- 
war demand for Upson Wall and 
Ceiling Panels—whether for old 
or new construction. The Upson 


Company, Lockport, New York. 
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ISCHARGED VETERANS of 
World War II comprise the 
single largest group of potential new 
home builders this nation has ever 
encompassed. A good majority of 
those being discharged at the present 
time are prospective home builders 
because ~they are the older men, 
many of them with families. They 
resume civilian life filled with enthu- 
siasm and the feeling that they will 
get top rating and preferred treat- 
ment in their efforts to earn a liveli- 
hood and to provide for their families. 
This is as it should be because they 
deserve such treatment, but in many 
instances their enthusiasm becomes 
dampened and their hopes for a bet- 
ter life shattered when they encoun- 
ter some of the promoters out to tie 
up their resources and the involved 
procedure necessary to gain access 
to the advantages which the govern- 
ment and citizens have promised. 
Retail lumber dealers, as the na- 
tion’s home builders, can create good 
will and confidence among this 
largest ‘group of potential home build- 
ers by giving them every assistance 
possible in their efforts to build new 
homes. Under the G. I. Bill the Vet- 
erans Administration may guarantee 
any part of an approved loan up to 
50 percent of the amount borrowed, 
but the total guaranty may not be 
for more than $2,000. This guaran- 
tee may be given on several loans 
made to the same veteran so long 
as the aggregate total of all amounts 
Suaranteed does not exceed the $2,- 
000 limit. Thousands of applications 


Ten Million Prospects 


Veterans are coming back, and they want 
homes. Lumber dealers who offer services 
described here will get extra business. 





ror WPB-2806  uniteo states oF america 


BUDGET BUREAU WO. 12-8148.11 
(2-9-451 WAR PRODUCTION BOARD 


APPROVAL EXPIRES JULY 31, 1945 
WAME OF PROVECT OWNER 


JOHN B.SMiTH 
MA‘LING ADORESS (Street, City, Zone state) 


35 DAVIS, MIDTOWN, 2, MO 


TELEPHONE 


CENTRAL 2420 





APPLICATION FOR RESIDENTIAL CONSTRUCTION, 
REPAIR, MAINTENANCE, OR EQUIPMENT 





PURSUANT TO CONSERVATION ORDER L-41, AS AMENDED 








POR USE BY PROCESSING AGENT ONLY 
APPLICATION HO. 


IMSTRUCT IONS 


Pile chree (3) copies aith the local field office of the Federal Hous- 
ing Admisistratios. SEB SEPARATE INSTRUCTION SHEET. 














APPROVAL IS HEREBY REQUESTED OF THE PROJECT DESCRIBED NEREIS: 





SECTION A - (To be filled out .by all applicants) 





1. REASOR FOR THE PROPOSED CONSTRUCTION (Check ond then refer to instructions for Sections below to be filled in) 

a. (VETERAN OF U.S. ARMED SERVICES, SEPARATED FROM 1 €o C) PERSONAL HARDSHIP 
ACTIVE MILITARY SERVICE IN THE ARMY, WAVY, MARINE 
CORPS OR COAST GUARD UNDER OTHER THAN DISHONORABLE 4 Oo REMODELING OR CONVERSION TO ADD DWELLING SPACE 
CONDITIONS SINCE SEPTEMBER 16, 1940, UNABLE TO FIND tm LOCALITIES DESIGNATED AS NOUSING SHORTAGE 
SUITABLE ACCOMMODATIONS FOR Own OCCUPANCY AREAS 

b. CD RECONSTRUCTION OR REPLACEMENT OF HOUSING DAM- iivevak: teh ticevendar wen ean aden 
AGED, DESTROYED OR CONDEMNED, OR REMOVED FROM THE | °° CI mousing Fo 7 


WARKET. BY ACQUISITION BY PUBLIC AUTHORITIES . € ©) WOUSING FOR CONGESTED WAR AREAS (H-2! 


1F TOU HAVE CHECKED fel, (db), OR tc) ABOVE, EXPLAIN IN DETAIL WHY THIS PROVECT 1S MECESSARY AND CANHOT BE DEFERRED FOR 
THE OURATION OF THE EWERGENCY. ALSO STATE whY EXISTING ACCOMMODATIONS, IF ANY, CANNOT BE SUBSTITUTED FOR THIS CON- 
STRUCTION. IF APPLICATION 1S FOR A PLUMBING OR HEATING INSTALLATION OMLY. STATE @HAT EQUIPMENT YOU ARE NOW USING, AND 
WOW LONG YOU HAVE BEEN USING IT 


"I HEREBY CERTIPY THaT 1 HAVE SATISFACTORILY COM- 
ACTIVE MILITARY OR NAVAL SERVICE SUBSEQUEAT TO 
SEPTEMBER 16, 1940 ALD TAT TIE DWELLING CONSTRUCTED, 
ALTERED OR REPAIRED PURSUsKT TO THIS APPLICATION Is TO 
BE OCCUPIED BY ME.” 


SERIAL NUNBERIMS20331 
DATE OF DISCHARGE July lo, !(9¥vE 
REASON FoR Buitoine:“UNABLE To 
LOCATE SUITABLE Livivé QUARTERS 
For FAMILy 


“MY PERIUD OF ACTIVE 
DURING THE PRESENT Wak." 
Te:CE IS AFPLICABLE.) 


INCLUDED 90 DAYS OR MORE 
(CHECK BQX' IF THIS SEN- 





2. PREVIOUS APPLICATION (Te be filled owt if you have filed an application for authority to begin construction or for 
prierity eesistence in connection with the project er equipwent herein described or any pert thereof) 





FORM ON WHICH APPLICATION WAS APPLICATION SERIAL WO. ACTION TAKEW 
MADE 











AGENCY AND ADORESS WHERE FILED | OATE FILED 





3. LOCATION OF PROJECT | "'' MIDTOWN 


| STATE 


|°"" BRowy Mo 





STREET ADDRESS IF APPLICATION IS FOR MOUSING TO SE RENTED OR SOLD UNDER THE H-2 PROGRAM, EITHER 


FILL OUT LOT ANO BLOCK NUMBER AND SUBDIVISION OR ATTACH A LEGAL DESCRIPTION OF THE LAND 


650 BROA DWAY LOT NO. ] SUSDIVISION WAME AND §O. 


BLOCK KO. i 














B. PROJECT DESCRIPTION (Briefly describe project or equipwent and eli construction to be performed) 
CONSTRUCTION OF TWO-STORY, S/¥ ROOM 
BRICK RESIDENCE 





© res fm xo 


S. TOTAL ESTIMATED COST OF aati PROJECT EXCLUDING LAND 7500 ” 





War veterans applying for priorities to build 

new homes will complete this type of form. 

Note particularly the certification and other 
facts under Section 1. 


7. UTILITIES = THE PROVECT WILL REQUIRE EXTENSION OR CONNECTION BY THE vr Brie 1 oF ae FoULowine UTil ities 
Stuae water WELLE 


THE RESPECTIVE UTHLITIES 
AT THE REQUEST OF THE OFFICE PROCESSING THIS APPLICATION, THE APPLICANT MUST OBTAIN FROM 
COMPANIES CERTIFICATIONS OR APPLICATIONS FOR ALL UTILITIES TO BSE EXTENDED OR CONNECTED BY THE UTILITIES COMPANIES 


(Cheet) none ELECTRICITY RO us 








@. tS APPLICATION FOR Touipurnt THSTAL- - UF aw n u 


PROPER BOX: WATER SOFTERER 
CO ELectarc nance Oven 2,500 eaTts Co) ELECTRIC WATER HEATER 


' LATION ONLY? 
(MSTALLAT ION © ves P| uo 
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are now being filed and processed to 
take advantage of this financial as- 
sistance to buy or build homes. 


Should Know Procedure 

IT IS to the best interest of all 
lumber dealers to familiarize them- 
selves with the procedure necessary 
for a veteran to obtain a loan and 
priorities to build a home. Although 
there is no congestion anywhere at 
the present time on these loan ap- 
plications the steadily increasing flow 
presages a time when strict attention 
to all details will eliminate annoy- 
ing delays in starting construction. 
The lumber dealer should make it as 
easy as possible for the discharged 
veteran who wants to build a home 
to contact him first. The Federal 
Housing Administration reports many 
instances where veterans in the larger 
cities are being signed up by sub- 


division promoters to build homes on 
lots far removed from utilities con- 
nections such as water, gas.and elec- 
tricity... The. veteran: is told he is 
signing a contract to spend his money 
on a new home when in reality it is 
a binding obligation for purchase of 
a lot where it will be impossible to 
build for several years until utilities 
companies can extend their lines to 
the premises. Legitimate builders 
and retail lumber dealers should do 
their best to keep veterans from 
such tragic experiences. 

When a veteran expresses a desire 
to build a home, the first step in 
screening the prospect is to make 
up a file card to establish credit be- 
cause it is needless to spend time 
on a prospect who will ultimately 
be disqualified because of his credit 
shortcomings. When credit has been 
established it is advisable to prepare 


applications for both the loan and 
the priorities to build at the same 
time. They may be filed simul- 
taneously, one with the Veterans Ad- 
ministration and the other with the 
Federal Housing Administration. 


Filing WPB-2896 

IN COMPLETING Form WPB-2896, 
the application for construction to be 
filed with the Federal Housing Ad- 
ministration, it is imperative that 
the additional text contained in the 
sample completed form under Section 
A-1 as reproduced on these pages, be 
inserted and attested to by the vet- 
eran. In addition his serial number, 
discharge date and reason for build- 
ing must be given. The only por- 
tion of the reverse side of the form 


that the veteran must fill in is Sec-’ 


tion F. WPB-2896 must be filed in 
triplicate with the nearest Federal 
Housing Administration office. If ap- 


proved this gives the veteran AA-3 
priorities on materials. There are 
definite board foot limitations on the 
amount of lumber that can be used ‘- 
-S-RERAUTLIVATION, REMODELING OW CONVERSION in such construction at the present tail 
saa HABITABLE FAMILY OWELLING UNITS HABITABLE ROOWING time and applications specifying pros 
NUMBER OF UNITS NUMBER OF ROOMS PERSONS ACTUALLY ACCOMMODATED| ACCOMMODATIONS FOR RENT masonry wherever possible encounter a 
@. NUMBER AFTER PROPOSED WORK eee J€ 
ee a less opposition for approval. The to- mer 
@. NIMDER ADOED to MINUS BD tal expenditure on new home con- have 
3. WEW CONSTRUCTION (Check type of exterior walls) C) Fraut JR) wasoner struction under the H-3 program for Com 
a single family dwelling, exclusive vele 
of land, is set at $8,000. It should ate 
be clearly understood that the Vet- It is 
erans Administration will guarantee as a 
any part of such loan up to $2,000, outh 
although the loan may be for any sum 
amount. com) 


Applying for Loan most 

IF THE loan is to be made by a from 

building and loan association or a eum 
) bank, the interest will be 4 percent ing 

© Tebostes v0 se steatee ie gait wake Min EE ote a on a 20-year base. If the loan is sold 

wuwper |AVERASE! wun en wat ve _— mn — a through the facilities of FHA under retai 

TYPE ‘OF STRUCTURE —_— gvences Pago cll ents oe oo neate | ueste | wontn | woatn Section 505 the interest will be 4% mn 
Py) (2) ) w) (5) (61 Ww te) | tg! (0) percent plus % percent mortgage in- man 

SINGLE Famity i 1/200 Xxx XxX XxX Xxx XxX XXK surance with 4 percent interest on tors 
gy ace a Ss a ee A SS the portion guaranteed by the Vet- conv 
ROOM'NG ACCOMMODATIONS erans Bureau. The veteran pays no not 
oeetree tat, Seoeereees a Be interest the first year on the amount impr 
guaranteed by the Bureau. That is or t 

paid by the government, and the vet- home 

eran does not have to repay that Th 


B. MONTHS REQUIRED TO COMPLETE PROVECT AFTER APPROVAL: 4q 

7. LUMBER DELIVERIES (1/ lumber ie required thie echedule must be filled out; see separate Mratruction Sheet, “Calculsetion 
amount. Should a veteran default and CAN 
the property go through foreclosure, that 


of Luember.") |WOICATE THE QUARTERS AND YEARS IN WHICH LUMBER OELIVER! ES ARE REQUIRED FOR USE IN CONSTRUCTION OF THE PROVECT. 
the veteran is obligated to repay the ber 


amount guaranteed to the govern- any 
sa ecg engpner yp see Ml ag cay Fe ste llny Rs yp nner th vey cape fone wn a ment. Because the procedure varies mod 
pope =... Gee reed = — a information fecting the value of the accommodatio-« If on the two types of loans, the follow- the 
WeaT ing sysTeM: 2 warw 1 otner (Specs ty) ing information covers only the 4 that 
Fuel: TC coat ( oTHeR (Specify) percent type loan under Section 501 forey 
INTERIOR WALL FINISH: oO PLASTER OTHER (Specify) of the G. : Bill. and 
aia ag ime In applying for the loan guaran J late, 
ATTIC: © une inisneo Hayes tee to the Veterans Bureau, there is shou 
BASEMENT: CO rut a recommended routine of procedure tools 
INSULATION: CO cetiine ATTIC (between rafter which it will be well for lumber deal- Plan) 
iat nay " —— ee ers to post themselves on so they rials, 
REFRIGERATOR: ; © ice CO wone can be of maximum assistance to the are 
GARAGE: ©) oetacneo  atracneo CO easement (J wont veteran in supplying information the | 
needed relative to the home to be badd 
constructed. publi 
1. The credit standing of the pros to 
pect must be firmly established. 
2. Be as helpful as possible in 
assisting the veteran to select a homé 


(Continued on Page 54) 





SECTION B (To be filled out by all applicants, wniess the application is for equipment installation only) 
4. PROJECT OWNERSHIP - | HAVE THE FOLLOWING LEGAL INTEREST IN THE LAND OR PROPERTY INVOLVED IN THIS PROUFFT: 


CC none © ree ritte &w OPTION OR CONTRACT 





C) OTHER (Specify) 



































CD OTHER (Specify) 


IF PREFABRICATED, CHECK WHETHER PREFABRICATION 1S TO BE DONE C) OW THE SITE T) or at rHe FACTORY 


PROJECT — OR OTHER MOMRESIOENTIAL STRUCTURES (Fully describe, giving sise and 


GARAGES, STORES, 
wee of all ph y fee thie preject) 


ONE CAR GARAGE 











ee 
5. STREET AND LAND IMPROVEMENTS (Fully deacribe all atreet grading, surfacing er paving, fences, sidewalks, etc., 
proposed te be constructed as @ part of thie project) 





6. COMSTRUCTION SCHEDULE (F ili out if the project will provide additional accommodations or nonresidential structures. 
If new conatruction is net inveived, Colwens (2) 1, 2, and 3 may be left blank. Order P-55-c provides thet this 
authorization may be cancelled unless construction ofthe project be started within. 60 days after epproval of this 
application. 








NUMBER 
oF 



























































UNIT OF 


MEASURE QTR, 194 QTR, 194 QTR, 194 | ——__ QTR, iw— | QTR, 194 


pe 7300 ( MAXIMUM PERMVTTEO ON THVS TYPE OFHOUSE) 


SECTION C (To be filled out if the housing is proposed under the H-2 program and is to be rented or sold) 


4. PLANS An CIFICATIONS = ATTACH ONE (1) COPY OF FLOOR PLAN AND ONE (1) COPY OFQPFRONT ELEVATION SHOWING GENERAL 
FLOOR LaYOU VER-ALL DIMENSIONS AND APPROXIMATE ROOM SIZES, AND FILL OUT TH LLOWING CHECKLIST: 























1 Wtlt COMPLETE 














WALLS AND CEILING FINISHED 


CO waits 


OTHER (Specify, 














GPO—War Board 14413Q --p.1 


The second half of the first page of WPB-2896 to be completed by war veterans. This typical 

form was filled out under the direction of Federal Housing Authorities and contains the facts 

they desire for purposes of judging the applications. War veterans pay no attention to the 

questions on the reverse side of the form except to sign in the space provided for that pur- 
pose. These applications must be filed with the nearest FHA office. 
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Stecial Promotion GEARED 


TO TAP RICH REMODELING MARKET 


Materials are still 
scarce, but vast oppor- 
tunities in home mod- 
ernization lie ahead, 
and the field will boom 
even before new home 
building gets well un- 
der way. This consumer 
book will attract busi- 
ness. 


T IS GENERALLY agreed 

in the industry that re- 
tail lumber dealers who 
prosper in the future will 
be much more aggressive 
merchandisers than they 
have been in past years. 
Competition forcing this de- 
velopment is not among 
lumber dealers themselves. 
It is between lumber dealers 
aS a group and other retail 
outlets bidding for the con- 
sumer dollar. Some of the 
competition and _ probably 
most irritating, will come 
from stores which have as- 
sumed promotion of build- 
ing material lines formerly 
sold almost exclusively in 
retail lumber yards. Other 
competition will come from 
manufacturers and distribu- 
tors selling commodities, 
convenience and pleasures 
not closely allied with the ear 
improvement of the home 
or the purchase of a new 
home. 

The editors of AMERI- 
CAN LUMBERMAN are fully aware 
that the critical shortage of lum- 
ber and other materials precludes 
any active promotion of home re- 
modeling or new construction at 
the present time. But it is obvious 
that this condition will not prevail 
forever. When the break comes 
and yard stocks begin to accumu- 
late, the nation’s lumber dealers 
Should be armed with ideas and sales 
tools to begin immediate and well 
Planned distribution of those mate- 
rials. Unless retail lumber dealers 
are prepared to be there first with 
the best ideas, contents of the well- 
Padded purses of the home-owning 
Public could very likely be funneled 
into retail outlets other than lumber 
yards. 

This issue of AMERICAN LUMBERMAN 
Carries the first of a series of three 
installments of a booklet titled How 
to Modernize Your Home, which has 
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ingly little 
his book tells 


made attract 


ve, modern and completely livable 





This is a reproduction of the cover that will appear on the 


“How to Modernize Your Home” booklet. 


been prepared by the editorial staff to 
help readers cultivate the market for 
home remodeling jobs. How to Mod- 
ernize Your Home has been written 
for consumers—not for the _ retail 
trade. It is a promotional piece—not 
a technical manual. All of the pic- 
tures and copy have been selected for 
their consumer appeal, and the pur- 
pose of the booklet is two-fold. First, 
to stimulate desire on the part of 
home owners to remodel and modern- 
ize their houses. Second, to convince 
those home owners that the lumber 
dealer is the man to see first when 
planning a remodeling job. 

The first installment of this series 
starts on the next page, and is ten 
pages long. Except for the first two 
pages of introductory material, it deals 
exclusively with house exteriors. Ad- 
ditional ten page articles will appear 
in the August 18 and September 1 is- 
sues, describing improvements 





which can be made in the 
interior of the home. 

The editors feel that 
these articles, slanted di- 
rectly to the consumer as 
they are, will be a valuable 
source of ideas which lum- 
ber dealers can use in their 
advertising. For this rea- 
son the material is being 
presented serially in the 
magazine. Later, however, 
the complete booklet will be 
made available to AMERICAN 
LUMBERMAN readers for dis- 
tribution to consumers. 
When the book is completed 
it can be used by dealers as 
a mailing piece with their 
firm name imprinted on the 
back cover. 

This booklet will point 
out to the consumer that 
only the retail lumber dealer 
has the background and 
experience to give proper 
advice on the use of the 
materials he handles. In 
addition to this fund of ad- 
vice, the lumber dealer can 
not only sell the material 
but he can see that it is 
applied or installed prop- 
erly or can furnish a reli- 
able contractor to do the 
job. He can also arrange 
monthly payment financing 
for his customers. By pro- 
viding all these services at 
the one source—the lumber yard—and 
telling the public about it with confi- 
dence and enthusiasm, the dealer’s 
worries over outside competition. will 
be greatly minimized. The How to 
Modernize Your Home book is designed 
to help the dealer put these ideas 
across to the public. It is being pre- 
pared now for use by the industry 
when the right time comes. That will 
be when sufficient manpower and ma- 
terials are available to complete some 
of the jobs suggested. 

The book features home moderniza- 
tion or remodeling because even before 
any sustained volume of new home 
building can get under way ,after the 
war, there will be a period when home 
remodeling will constitute the biggest 
volume of available business. Even 
after new home construction gets well 
under way there will still be a 
tremendous potential in moderniza- 

(Continued on Page 54) 
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HOW YOU'LL PROFIT FROM 


pone Modernization 


gece ANY HOME that is structurally 
sound can be moderized successfully. 
Whether the job be large or small, it is 
always a paying investment. Moderniza- 
tion enhances the value of the property and 
increases the enjoyment and convenience 
of living. The expenditure of a few hund- 
red dollars will often increase the actual 
valuation many times the amount invested. 

Perhaps even more important than the 
increased financial valuation of your home 
are the extra comforts and conveniences 






A sizable attic cluttered with a typical accumulation of used articles was 


that come from modernization. Your home 
can be more attractive, easier to clean and 
maintain. If your family is crowded, the 
living area of the house can be enlarged. 
By intelligent remodeling your home can 
be tailored to fit the needs of your family. 
This book provides Check Lists which are 
an easy method for you to take “inventory” 
of the condition and livability of your home. 
When you check “yes” in answer to any of 
these questions you have revealed a dis- 
satisfaction which remodeling can correct. 


made part of this home's living quarters by converting it into a well- 
insulated room. This simple, inexpensive job adds greatly to the livable 
area of the home. 
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HOW YOUR LUMBER DEALER 
au Wel Youl 


wo YOU MODERNIZE .-your home you want to 
get thé maximum value for every dollar spent 
You need competent advice in planning the improve- 
ments, in selecting the proper materials. You can be 
sure of lasting satisfaction if you go to your lumber 
dealer for this advice. 

Why get your information, service and material piece- 
meal when you can get “one-stop” service at your 
lumber dealer's? He offers you his vast knowledge of 
materials and methods, solves problems in structure and 
design, and plans for your individual needs. 

Your lumber dealer can furnish you a complete 
modernization job, installed by his own workmen or by a 
reputable contractor. And he can arrange for conven- 
ient monthly payments if you wish. 


SEE YOUR LUMBER DEALER FIRST 


This modernization job _illus- 
trates several changes that can 
be made on a modest home to 
mrease its intrinsic value as 
well as its livability. Improve- 
ments shown here include a 
front vestibule and an expan- 
Sion of the front bedroom, a 

place, a breakfast nook, in- 
sulation and the installation of 
attic louvers. In rebuilding the 

imney, provision was made 
for fireplace in a basement 
retreation room. 
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THE OUTSIDE OF Y 
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Check List 


Do the sidewalks and front steps need 
repair? 

Does the front entrance need remodel- 
ing to offer a cordial welcome? 

Do the windows detract from the home’s 
appearance? 

Do the window casings show signs of de- 
terioration? 

Does the outside wall covering need re- 
pair? 

Does the house need painting? 

Would the addition of a screened or 
glassed-in proch improve the appear- 
ance and add to the livability of your 
house? 

Is your roof in poor condition, showing 
signs of sagging? 

Does your roof detract from the appear- 
ance of your house? 

Are the water gutters and downspouts 
giving unsatisfactory service? 

Is the chimney in poor condition, the 
cap need repair? 
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Y THE ADDITION of two dormer win- 

dows, the entire second floor of this 
house was converted from attic storage into 
two fine bedrooms, closets and lavatory. 
The lot was wide enough to permit con- 
struction of a glazed and screened breeze- 
way between the house and garage, pro- 
viding outdoor living facilities during hot 
weather. A new sidewalk added a neces- 
sary touch. This once-small house is now 
large enough to accommodate several 
more persons, and is more attractive than 
the owner believed possible. 
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HIS REMODELING JOB illustrates what a few simple, well-planned 

changes will do to the exterior, as well as the interior appearance 
and livability of a very ordinary home. A picture or bay window en- 
larged and beautified the living room. Shutters were added to the other 
window on the front of the house to achieve a balanced look. One of the 
windows on the side was eliminated and a glass door installed in its place 
leading to a new screen porch, which the owner plans to glaze and insu- 
late for year round use. Finally, the construction of a fence across the 
entire front of the lot completes the remarkable transformation. 
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HEN THE WISE HOMEOWNER decides to renew the exterior of his 
home, he always remembers that is the time to make any structural 
alterations desired. Structural alterations designed to change the appear- 
ance of the house should be planned with two thoughts in mind: 1) what 
they will do to improve the appearance of the home; 2) what added liv- 
~ ing comforts they will bring to the family. For example if a new roof is 
needed that is the time to build in dormers, add a porch, breezeway or 
some such job because when work is completed the new roof covers the 
new job as well as the old and there is no contrast between old work and 

new. 

When planning alterations in the outside lines of your home, the rela- 
tion of your house to those of your neighbors as well as the landscaping 
of the street and background should be kept in mind. Property values 
are based not only on the specific house considered but also on that 
house in relation to others on that street and in the same neighborhood. 

Rental values are reliable indexes to property values. A few well- 
planned improvements in the exterior and interior of a home, whether 
the house is old or fairly new, almost invariably add value to the prop- 

erty out of all proportion to the investment made. 
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N EXTRA BEDROOM anda 

screened porch added to the end 
of this small home satisfied the need 
of this family for more living space. 
Glazed doors provide easy entrance 
to the porch from either the living 
room or the bedroom. Although it 
brought the house to the extreme 
edge of the lot line on that side, the 
expansion not only filled a definite 
need, but gave the home more 
sweeping lines and a much better 
appearance from the street. 
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HE VALUE AND LIVABILITY of 
this two-story home was _ in- 
creased tremendously by the work 
illustrated. Enlargement of the living 
room was effected by projecting it 
toward the street, along with the sec- 
ond floor, providing added bedroom 
space there. The use of stone for 
facing the lower half and the installa- 
tion of a projecting living room win- 
dow dresses the house attractively. 
Shutters for the new second floor 
window and on the front door en- 
trance, plus the decorative piece be- 
low the other second floor window, 
give the house a distinctive look. 
More shrubbery plus the decorative 
bit of fence near the front entrance 
completed the job. 
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HEN THE OWNER of this home 

decided to build a screen 
porch off his living room, he could 
have done it cheaper by constructing 
a flat roof. It is obvious, however, 
that the small additional sum spent 
on a roof which blends with the bal- 
ance of the house, is justified by the 
appearance. At the same time a 
small, decorative extension was 
added to the front of the house on the 
opposite side, completing a transfor- 
mation which leaves the home of 
considerably more value than be- 
fore. Note the same shrubs were 
transplanted to blend with the new 
arrangement. 
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This page completes the first installment of How to 
Modernize Your Home. Watch for the next big in- 
stallment in the August 18 issue of AMERICAN 
‘» LUMBERMAN—it will describe the modernization of 

kitchens, breakfast nooks, attics, basements and 


VEN A DERELICT eatcecsacatl bathrooms. For an explanation of how dealers can 
times be salvaged as these use this material, read page 35 of this issue. 
photographs prove. This structure 
was practically worthless as a [PP 
house, but the foundation and 
framework were sound. The owner 
decided to complete the extensive 
remodeling job illustrated here 
rather than build an entirely new 
house. The addition of front and 
rear dormers permitted two rooms 
on the second floor.. New roofing, 
siding and decorating made the 
value comparable with a new 
home of the same class. 
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Western softwood mills are making 
every effort to meet war require- 
ments for lumber. 























If the stock you need for your war 
jobs is available on your rating 




















The Western Wholesaler 
Will Do His Best For You. 























He is around daily among the 
mills, picking up a little here and 
a little there, putting forth his best 
efforts to serve his customers. 









































564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WAS 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 

(Sawmill: 


CARL SODERBERG Pine Products 
orp., - 
LUMBER COMPANY ‘Sie. 6225 


Spokane 
Menutacturers , 4 
2 and Wholesalers Ww ae Oe 


PACIFIC LUMBER & SHIPPING CO. 
White Bidg., Seattle 1, Wash. 


Piling, Round Timbers and Lumber. 


Morrill & Sturgeon 
Lumber Co. eames 


Yeon Bidg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE WASHINGTON 
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What Consumers Expect 


in Postwar Homes 


COMPREHENSIVE SURVEY of 

the size and characteristics of the 
postwar urban home building market 
has been made by the research depart- 
ment of the Curtis Publishing com- 
pany to determine what the home 
planner wants in his postwar home 
and what he expects from the home 
building industry. 

One of the significant results of 
the survey is the disclosure that peo- 
ple are primarily interested in hous- 
ing developments which are of prac- 
tical nature and structurally possible 
for the building industry to supply. 
Untried items of a “futuristic” or 
push-button variety occupied a very 
limited place in the thinking of the 
persons interviewed. 

New home _ construction develop- 
ments mentioned most frequently by 
those interviewed in the survey were 
the use of glass, plastics, and insula- 
tion. In the case of construction fea- 
tures, new types of wall and floor 
construction and kitchens have cre- 
ated the most interest, while air con- 
ditioning, house heating features and 
fluorescent lighting were mentioned 
most often as desirable new equip- 
ment items in postwar homes. 

The survey, based on complete in- 
terviews with families in 35 states 
and 118 urban centers, was started 
by the Curtis Publishing company 
when it became convinced that there 
was a great deal of wishful thinking 
on the subject of housing and that 
no true picture of the probable post- 
war market could be obtained except 
through the medium of a comprehen- 
sive consumer survey. 

Since products and services which 
increase the comfort and _ livability 
of a home also play an important part 
in postwar housing plans, one of the 
main objectives of the survey was to 
develop information about the buy- 
ing intentions of all urban families 
for household appliances, equipment 
and furnishings. 

Among the general characteristics 
of the homebuilding market, as dis- 
closed by the survey, are these: 

Geographically, home _ building in- 
tent is reasonably uniform in all ma- 
jor regions. In terms of actual hous- 
ing units, the greatest number of 
prospective home owners is in the 
Northeastern and North Central 
regions. 

Home ownership intent is good in 
all family income brackets but is 
best among families with incomes of 
$2,500 and over, and is lowest among 
families with income under $1,500. 

The median estimated prices all 
prospective owners expect to pay is 
$5,943, which includes not only the 


purchasers of brand new houses but 
also used homes. 

The principal demand is for a mod- 
erately priced home. Less than 5 
percent expect to pay less than $3, 
000; over 16 percent will pay from 
$3,000 to $4,499; about 25 percent will 
pay from $4,500 to $5,999; 21 percent 
from $6,000 to $7,499; over 11 percent 
from $7,500 to $9,999; over 10 percent 
will pay more than $10,000. 

By far the largest number (more 
than 90 percent) of those who plan to 
acquire a home prefer a single family 
detached house. Most of the pros- 
pective home owners wanted a home 
ranging in size from five to seven 
rooms, with the greatest number fa- 
voring a six-room house. Over 70 
percent will be satisfied with one 
bathroom, while a majority prefer 
three bedrooms. 

A separate questionnaire was de- 
signed to develop information among 
home owners on the subject of mod- 
ernization and repair, and it revealed 
the postwar market for home im- 
provements will be substantial. Of the 
owners interviewed, 67° percent ex- 
pect to make major repairs, improve- 
ments or additions to their homes. 
Home decoration, both internal and 
external, will be by far the most im- 
portant activity. Over 52 percent ex- 
pect to paint the outside of their 
houses, and over 46 percent will re- 
decorate the interior. 

Brick is the principal choice for 
outside wall construction, with good 
siding ranking second, stone third, 
stucco fourth, and composition board 
or plywood fifth, A few mention 
other types of materials, while some 
display an interest in material com- 
binations. 

A lath and plaster combination is 
preferred by most of these prospec: 
tive home owners for inside wall con- 
struction; wall board or panel board 
comes second and a few mention 
other miscellaneous types of material 
or indicate an interest in material 
combinations. 

Asbestos shingles are preferred as 
a roofing material by the greatest 
number of prospective home owners, 
with slate or tile next in order of 
preference, composition (including 
asphalt) shingles or rolls third, and 
wood shingles fourth. A few other 
types are also mentioned, and there 
is some interest in combinations of 
these materials. A relatively iargé 
percentage of “don’t know” answers, 
especially among renters, suggests 4 
possible lack of consumer knowledge 
or absence of definite convictions 
which may be overcome through 
greater sales and promotional activity. 
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Detroit "Management" Strike 
Shuts Down 200 Lumber Yards 


With the reopening of 200 lumber 
yards in the Detroit area July 22, 
10,000 laborers were on their way 
back to work. 
All retail lumber 
yards in three 
counties had 
closed on July 19 
in what Howard 
T. McLees, secre- 
tary of the De- 
troit District 
Lumber’ Dealers 
association, 
termed “manage- 
ment’s strike 
against their em- 
ployees.” 

During the strike construction on 
homes and factories as well as sup- 
plying military needs was_ stopped. 
The shutdown affected approximately 
4,000 employees of the 200 yards, and 
made idle another 10,000 carpenters 
on construction work. 

Mr. McLees explained the firms 
took the strike measure to force the 
Carpenters District Council (AFofL) 
with which the Teamsters Union 
(AFofL) represents the lumber em- 
ployees to end picketing of lumber 
yards. The employees had struck, 
to force the yards to sign a new con- 
tract, calling for a closed shop, union- 
ization of foremen, wage increases 
and changes in working conditions. 

“They wanted a closed shop,” Mc- 
Lees said, “and they got one. We’re 
going to stay closed until the union 
meets us half way. The War Labor 
Board has ignored the dispute.” 

Union leaders charged the action 
constituted a lockout. Army officials 
Said 25,000,000 feet of lumber ob- 
tained under priority for the armed 
forces was tied up in the shutdown. 
The dispute began with a strike of 
700 employees in five retail lumber 
yards on May 81. 





Howard Mclees 


L-335 Amended, Limit Use 
of Certified Lumber Orders 


No construction projects except 
those which have been granted priori- 
ties assistance may obtain lumber on 
certified orders, the War Production 
Board has announced. 

This restriction, effected by an 
amendment to the lumber control or- 
der, 1-335, is designed to bring the 








NeWS“THenvs 


READ IT SOONER IN 


order in line with recent relaxations 
in the construction order L-41 and the 
utilities orders U-1, U-3 and U-4, 
which have increased the dollar 
amount of construction work that 
may be undertaken without authori- 
zation. 

Lumber for projects (regardless of 
the amount required) must now be ob- 
tained on uncertified and unrated or- 
ders except where priorities assist- 
ance has been granted. Any con- 
struction project where priorities as- 
sistance has been granted qualifies as 
a Class II consumer under L-335, and 
certified and rated orders may be 
placed for the amount of lumber au- 
thorized. Construction projects with- 
out priorities assistance are now in 
the category ‘all other consumers,” 
under L-335, and may not place certi- 
fied lumber orders, either rated or 
unrated. 

This amendment to L-335 also re- 
moves former restrictions on the pur- 
chase of fabricated wooden products. 
Formerly, a Class I consumer who 
had facilities for making fabricated 
wooden products was permitted to use 
a rating of AA-3 or better to buy 
only the same amount of such prod- 
ucts in any quarter as he used dur- 
ing the corresponding quarter of 1943. 


RFC Announces Special List 
of Coatings Declared Surplus 


The Reconstruction Finance Cor- 
poration announces that it has in 
preparation a special listing of paints, 
varnishes, lacquers and other protec- 
tive coatings which have been de- 
clared surplus to the RFC and will 
be offered for sale through the 31 
regional RFC . agencies. 

Clearance has been obtained from 
the War Production Board, permitting 
unrestricted use of the coatings by 
the purchaser. 

The printing of the list was sched- 
uled for completion the latter part of 
July and immediate distribution will 
be made. Any prospective purchaser, 
whose name is not already on the 
mailing list, should contact the RFC 
agency serving the territory in which 
he or his business is located. If an 
item is not on hand in the agency’s 
inventory, orders may be filled from 
the inventories of other RFC agencies. 
A good selection of coatings, RFC re- 
ported, is located in each of the agen- 
cies. 
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Home Owners May Certify Own 
Orders for Emergency Lumber 


Home owners need no longer ap- 
ply to the Federal Housing Adminis- 


tration of the National Housing 
Agency for authorization to purchase 
lumber needed for emergency repair, 
the War Production Board and NHA 
announced recently. The home owner 
may now certify his own purchase or- 
der and buy the lumber directly from 
a distributor. 

This change in procedure was ef- 
fected by an amendment to Direction 
8 to WPB’s lumber control order, 
L-335. Direction 8 tells distributors 
how they can get lumber in addition 
to that obtained through extending 
their customer’s certified orders, and 
explains what lumber may be sold by 
sawmills and distributors on uncer- 
tified and unrated orders and on cer- 
tified emergency orders. 

Any home owner except a farmer — 
who needs lumber for emergency re- 
pair may certify his purchase order 
and place it with a _ distributor. 
Emergency repair is considered to be 
repair of damage caused directly by 
fire, flood, tornado, earthquake, storm 
or similar disaster, or other necessary 
repair of a dwelling that would -be 
unfit for continued occupancy if not 
repaired immediately. The form of 
certificates to be used by home own- 
ers is given in the direction. 

Distributors may replace lumber 
sold to home owners on these emer- 
gency repair orders by certifying 
their purchase orders and applying 
an AA-3 rating. However, the rating 
may not be used by the distributor 
to obtain more than 10,000 board feet 
of lumber of five percent of the 
amount of retail lumber sales during 
1944, whichever is the greater amount, 
during the remainder of 1945. 


Dollar, Cent Ceilings Listed 
for Ponderosa Pine Plywood 

Establishment of uniform dollar- 
and-cent manufacturers’ ceiling prices 
for ponderosa pine plywood was an- 
nounced this week by the Office of 
Price Administration to become effec- 
tive August 4. 

Under the adjustment in prices, 
OPA also announced a new method 
of determining ceiling prices for soft- 
wood plywood cutbacks and rejects. 
Ceilings for rejects are established at 
10 percent below the maximum price 
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for the grade from which the ply- 
wood has been rejected, and cut-backs 
are priced on the basis of size, thick- 
ness and grade developed in the cut- 
back operation. 

The new method of pricing results 
in a decrease in ceiling prices for 
rejects of about 6 percent, and in an 
increase of about 4 percent for cut- 
backs. 


Production Controls Put On 
All Grades of Douglas Fir 


Controls over production of Douglas 
fir, white fir, and west coast hemlock, 
requiring mills to produce certain per- 
centages of their monthly output in 
specified sizes, apply to all grades of 
these species, according to the War 
Production Board. 

Director 1A to the lumber order, 
L-335, requires mills located in Oregon 
and Washington, west of the crest of 
the Cascade Mountain Range, to manu- 
facture at least 40 percent of their 
monthly production of these species 
in one inch, one and one-quarter, and 
one and one-half inch boards and at 
least 25 percent in two-inch dimension. 


Russia Supplies Lumber 
to U. S. Army in Europe 


One of the notable examples of 
lend-lease in reverse was the acquisi- 
tion from Russia of 40,000,000 board 
feet of lumber for use of the United 
States Army in the European Theater 
of Operations. This lumber was fur- 
nished despite the fact that Russia, 
at the time was waging desperate bat- 
tle in driving the German hordes 
from her homeland. The Russians of- 
fered more but shipping space was not 
available according to the annual re- 
port of the Central Procuring Agency, 
Lumber Branch, Procurement Divi- 
sion, Office of the Chief of Engineers. 
for the fiscal year 1945. 


Change Made in Priorities 
to Relieve Hardship Cases 


A change in regulations covering the 
issuance of priorities for residential 
construction to relieve cases of per- 
sonal hardship and to set more defi- 
nite price ceilings in such cases has 
been announced by the National 
Housing Agency. 

More stringent conditions are to be 
imposed in the approval of hardship 
cases. An applicant “must demon- 
strate conclusively that his present 
dwelling constitutes a threat to the 
health, safety or minimum standards 
of privacy of himself or his family, 
and that the proposed construction is 
the only feasible way to remedy the 
condition,” NHA officials said. 

In the future, hardship cases aris- 
ing in areas with an H-2 locality 
quota will be handled under the H-2 
program. 

In H-2 areas, the price ceilings for 
such quotas will apply to hardship 
cases. These ceilings on sales gener- 
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ally range from $6,000 to $7,500. 
Rental ceilings are established at 
corresponding levels. 

In areas where no H-2 quotas have 
been established, a state-wide ceiling 
will apply. The maximums for all but 
exceptionally high cost areas will be 
$7,500 for sale and $62.50 for rental. 


No Restrictions on Used 
Lumber for Packing Glass 


There are no restrictions on the 
use of second-hand containers or used 
lumber for packaging flat sheet or 
window glass, the War Production 
Board has announced. 

This explanation was made to clear 
any confusion in the industry that 
may have resulted from Order L-232, 
restricting the use of new lumber for 
shipping glass, which was issued re- 
cently to conserve crating lumber, 
currently one of the scarcest of war 
materials. 

WPB’s office of civilian require- 
ments stresses the fact that the order 
applies to new lumber only, and 
urged that every effort be made to 
salvage original packages received. 


Amend Priority Regulation 
On Special Item Inventories 


Additional exceptions from inven- 
tory restrictions, to permit continued 
acceptance of special items by a 
prime contractor or a subcontractor 
when a war contract is severely cut 
back, but not terminated, were an- 
nounced today by the War Produc- 
tion Board. <A special item is one 
that a producer does not usually 
make, stock or sell, and which cannot 
be readily disposed of to others. 

The amended directions provide 
that if the customer is unable to re- 
schedule deliveries so as to bring his 
inventory down to the limits required 
by the regulations within six months, 
he may nevertheless continue to ac- 
cept delivery of the special items, 
provided the deliveries are resched- 
uled at the lowest practicable rate 
and have been approved in writing to 
the customer by the procuring agency. 

A new paragraph has been added 
to the directions making it plain that 
nothing in these directions or any 
other inventory exception on receipts 
permits a supplier to continue to 
produce or deliver special items in 
violation of atiy applicable WPB or- 
der or regulation. 


Extensive Research Results 
in Standard Plumbing Code 

To encourage uniformity and sim- 
plification of plumbing codes, an 
American Standard Plumbing Code 
has been completed under the proce- 
dure of the American Standards As- 
sociation by a committee sponsored 
by the American Public Health Asso- 
ciation and the American Society of 
Mechanical Engineers. 

A prime objective of the code is to 
provide for America the highest 
standards of individual and public 
health and sanitation in the world, by 


the prevention of water and afr pollu. 
tion and contamination. 

Extensive research carried on in 
nationally recognized plumbing and 
hydraulic laboratories has _ provided 
the technical background upon which 
the tables, diagrams and other de. 
sign factors included in that code are 
based. 

Never before has such a thorough 
and complete study of this subject 
been made in this country. The per. 
sonnel of the committee consists of 
engineers and _ licensed plumbers, 
manufacturers of plumbing equip. 
ment, government officials concerned 
with the enforcement of plumbing 
codes and others representing the gen- 
eral public. 

Eventually the code is expected to 
take the place of the many hundreds 
of different and conflicting codes now 
in existence. It is believed this will 
result in better designed plumbing 
systems and in lower costs to the 
consumer. 


Veterans Admin. Put on Same 
Preference Basis as Military 

The Veterans Administration has 
been placed on an equal basis with 
the military in the matter of prefer- 
ence ratings, the War Production 
Board announced. 

Under former.orders the administra- 
tion had an AA-3 rating on its hospi- 
tal construction program, which ex- 
tends through 1946, with the privilege 
of uprating 7% percent of this to AA-1 
in the case of bottleneck items. It 
also had an AA-1 rating for mainte- 
nance, repair and operation under the 
Controlled Materials Plan, but was 
otherwise unrated except by special 
application to WPB. 

Under the present amendment, the 
Veterans Administration is permitted 
to assign preference ratings, includ- 
ing the MM (military rating), to all 
of its procurement, including mate- 
rials for maintenance, repair and op- 
erating supplies for its establish- 
ments. 

Provision is also made by WPB 4as- 
sistance for the administration in ob- 
taining productive capital equipment 
and machine tools for its own use Oo 
for its contractors where the emer 
gency is great and the equipment cal- 
not be obtained in the open market. 


Dealers. Urged to Help in 
“Prepare for Winter" Drive 


With the nation’s transportation 
system knotted up by the deployment 
of troops and war materials to the 
Pacific, the War Advertising Council 
is releasing a new “prepare for wil- 
ter” campaign to remind the _ public 
this summer that four tons of coal 
will have to do the work of five whet 
cold weather comes. 

This 1945 drive involves heavy news 
paper, radio and other media support 
throughout the summer and fall, with 
material keyed to the requirements 
of coal dealers, hardware dealers, it 
sulation dealers, contractors and 
others interested in insulating, 
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weather stripping, caulking, storm 
doors and windows and other devices. 

Solid Fuels Administration has 
ordered the printing of a proof book 
containing 36 newspaper ads which 
place the weight of the government 
behind the sales messages of local 
firms. Copies of the book are to be 
distributed to daily newspapers and 
county seat weeklies in areas where 
government regulations have fixed 
quotas for scarce solid fuels at 80 
percent of a normal year’s supply. 
This includes most states east of the 
Mississippi and a few areas west of 
the river. 

The book, prepared for use by deal- 
ers to help them get more business 
while helping the war effort, tells 
the dealers, “Your sponsorship will 
get more business for yourself with 
fewer headaches; win the good will 
of your consumers through your pa- 
triotism.” 


Weyerhaeuser Predicts Ample 
Lumber for Farm Building 

There is welcome assurance to farm 
builders regarding future lumber sup- 
plies in a statement recently released 
by Weyerhaeuser Sales company, St. 
Paul, Minn. 

“As soon as war needs are satisfied, 
there will be plenty of quality lumber 
available for civilian consumption. The 
present scarcity of lumber for civilian 
needs is due almost entirely to the 
fact that war needs continue to absorb 
practically every foot that is manu- 
factured. 

“When the needs of our armed 
forces are satisfied, lumber can again 
flow freely into civilian markets. 
There should be no lag in this flow 
for there are no reconversion prob- 
lems in the lumber industry. The 
millions of board feet now being pro- 
duced daily can simply be channelled 
to civilian needs. 

“The lumber quality will be equal 
to the best prewar quality, which was 
the most accurate and carefully fin- 
ished lumber ever offered the Ameri- 
can farmer. Accelerated methods of 
drying and new manufacturing proc- 
esses assure quality lumber for all 
farm construction. Forest reserves 
are large. And modern lumbering 
practices are gradually putting our 
timber operations on a sustained yield 
basis where the annual growth of 
new timber is approaching the har- 
vest.” 


Senate Okays Appointment of 
Foley as FHA Commissioner 


Raymond M. Foley, Detroit, whose 
nomination as Commissioner of the 
Federal Housing Administration of 
the National Housing Agency was 
confirmed by the Senate July 13, 
becomes the fourth man to head FHA 
since it was created under the Na- 
tional Housing Act in June 1934. 

Mr. Foley, who will serve out the 
unexpired term of Abner H. Fergu- 
son, resigned, had been FHA state 
director for Michigan almost from 
the time the office was established. 
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Revision Of Hickory Handle 
Recommendation Approved 


The standing committee in charge 
of reviewing Simplified Practice Rec- 
ommendation R77, Hickory Handles, 
has approved a revision of this recom- 
mendation and copies have been 
mailed to producers, distributors and 
users for examination and acceptance. 

This recommendation gives’ the 
grade symbols and necessary informa- 
tion for grading long and short hick- 
ory handles, which are used for strik- 
ing and edge tools such as the ax, 
adze, pick, sledge, hammer, hatchet, 
ete. It specifies color of wood, num- 
ber of rings, weight per cubic foot, 
and defects and blemishes for each 
grade. 

If found generally acceptable, the 
revision is to become effective in the 
postwar period when an adequate 
supply of hickory is available. The 
effective date will be announced at 
that time. 

Copies of the proposed _ revision 
may be obtained from the Division of 
Simplified Practice, National Bureau 
of Standards, Washington 25, D. C. 


Window Glass Selling on 
Adjustable Pricing Basis 


Pending consideration of a petition 
for an increase in ceiling prices, 
manufacturers of window glass have 
been authorized by OPA to sell that 
product on an adjustable pricing 
basis. 

Manufacturers, beginning July 28, 
are able to make deliveries and bill 
customers at previous ceiling prices 
with the stipulation that final price 
may be increased later if an increase 
in ceiling prices is authorized, OPA 
said. 


Chambers of Commerce Adopt 
Policies Aiding Construction 


Measures to help the construction 
industry meet the difficult problems 
ahead of it are proposed in a set of 
policies just adopted by the member- 
ship of the Chamber of Commerce of 
the United States. 

The declarations were designed to 
bring up to date existing policies in 
need of revision. Some are new; 
some modify existing policies to 
shape them to current conditions and 
others are reaffirmations of policies 
expiring under a five-year limitation 
rule. 

BuiLp1Inc Copes. Building regula- 
tions and codes should be maintained 
in step with developments in the in- 
dustry and obsolete requirements 
should be eliminated so as to avoid 
unnecessary costs to owners. 

EMPLOYEE TRAINING. Chambers of 
commerce are urged to encourage lo- 
cal apprentice training programs for 
additional young men, needed in the 
construction industry to prevent a 
further shortage in the skilled trades. 

Housing IMPROVEMENT. Chambers 
of commerce should urge state and 
local governments to encourage the 
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redevelopment of slum and blighted 
areas. 

Hovustine Svupsipies. Every effort 
should be made to maintain principle 
of private ownership of housing. 

PLANNING AND RESEARCH. Each state 
should assemble data and take lead- 
ership in encouraging advance blue- 
printing and financing of needed pub- 
lic works. 

WARTIME CoNntTROLS. Various federal 
wartime controls restricting private 
and public civilian construction should 
be relaxed as soon as practicable and 
then eliminated in cooperation with 
the construction industry. 


Plan Announced for Handling 
Reconversion Price Problems 

A plan that will clear the decks for 
speedier handling of reconversion pric 
ing problems has been made public in 
a joint announcement by the Office of 
Price Administration and the Office of 
Economic Stabilization. 

The plan sets up a procedure for 
removal of controls in less important 
fields, enabling OPA to give more ef- 
fective attention in the enormous new 
task of setting prices for civilian 
goods coming back into production. 

After suspension or exemption, price 
movements will be watched so that the 
administrator will know whether it is 
necessary for controls to be restored. 

The procedure and rules for sus- 
pending price controls on specific com- 
modities and services and for exempt- 
ing items from control are contained 
in Directive No. 68, effect July 25, is- 
sued by the Office of Economic Stabil- 
ization. 

Plans to lift the ceilings on some 
items does not mean that suspension 
or termination of controls on major 
items in the American economy are 
contemplated at this time. 


Forest Fires Still Rage 
In Northwestern States 


The forest fire situation in the Tilla- 
mook area was still full of danger on 
July 30, though generally quiet be- 
cause of no high winds. The fire 
broke out first on the Salmonberry 
River region July 10 and on July 11 
on the Wilson River. A week later 
the two fires had joined and are 
spoken of as one. It is estimated 100,- 
000 acres have burned over. The per- 
centage of standing saw timber de- 
stroyed has been small, but damage 
to young growth is extremely heavy. 

All the logging camps in the area 
have been closed and the daily loss in 
production may be three million feet. 
The employees are engaged in fighting 
the fire and are aided by about twelve 
hundred soldiers. 

Probably 35,000,000 feet of felled 
and bucked logs have been lost in 
these fires, which will flare up danger- 
ously with every wind storm and will 
not be out until fall rains set in. 

Washington has fared better than 
Oregon, with its largest fire which has 
burned over about 7,500 acres, most 
all of it logged over land, in Pacific 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 


Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 

We Specialize in Designing Saw 

Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 








Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, III... 
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HANDLING IN YOUR YARD 


Save space—time—costs—release men 

for productive work—handle lumber with 

conveyors. 
Write for 


y f9n.8ias PROFITS 
- ; mane 


special bulletin A.L.-85, 
describing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 


~ Powe 
CONVEYORS 





SULLIVAN LUMBER CO. 


TIMBERS 
YARD STOCK & ' R CLEARS. 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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Special Remodeling Promotion 


(Continued from Page 35) 


tion. A vast segment of the home- 
owning public will want to bring ex- 
isting homes up-to-date with a few 
hundred dollars spent in remodeling. 
Such jobs will not be neglected by 
progressive dealers because it is an 
established fact that more profit can 
be made on several small jobs than on 
a single new house job. If dealers 
handle their remodeling jobs from 
planning through financing and sale 
of the materials they can maintain 
control of the deal and usually get the 
full price. Every effort must be ex- 
erted by retail lumber dealers to keep 
this lucrative remodeling business in 
their industry. Because it is such a 
well-paying field to work, the mail 
order houses and other retail outlets 
are vigorously cultivating that type of 
business. 

The first installment of the con- 
sumer book How to Modernize Your 
Home features before and after ex- 
terior views of home remodeling jobs. 
Dozens of. practical ideas for im- 
provements in appearance and en- 
largement of homes are presented, 
all of them cealling for materials 
and services which the retail lum- 
ber dealer can provide. lIinstallments 


to follow in the next two issues 
of AMERICAN LUMBERMAN will feature 
other phases of home modernization 
from kitchens through bathrooms, 
bedrooms and all other rooms in the 
modern home. 

Although all the material in this 
book is addressed to the consuming 
public, dealers will find many practical 
ideas therein that can be put to good 
use by them in their contacts with 
home owners contemplating moderni- 
zation or remodeling. The infinite va- 
riety of work that can be done on an 
old home of any period or type natu- 
rally makes it impossible to include all 
possibilities in such a book, but the 
suggestions offered can be subjected to 
a great many variations to adapt them 
to the individual home owner’s needs. 

Of especial value to the dealer who 
wishes to create interest in home re- 
modeling and good maintenance in his 
market are the “Check Lists” in the 
book dealing with the various parts 
and rooms of the home. A trial of 
these check lists on a number of typi- 
cal home-owning housewives proved 
they brought many faults about the 
home to their attention that had never 
before occurred to them. 





Ten Million Prospects 


(Continued from Page 34) 


and a site that will be within his 
means to pay for, based on postwar 
possibilities for income. 

3. The house should be built in an 
area where loan values will be com- 
parable to the house the veteran 
proposes to construct. 

4. The plans should be carefully 

checked to ascertain if the proposed 
project will qualify as to contract 
price. 
5. Every dealer should secure a 
copy of Form 1804 from the Veterans 
Bureau and become familiar with its 
conditions for it is necessary for the 
veteran to read this and understand 
it before he applies for a loan. 

6. It is recommended that stock 
blue prints be used. The cost of 
these can be included in the job as 
legitimate expense just the same as 
architectural services. 

Filing Loan Application 

AFTER THESE preliminaries are 
disposed of, the veteran is ready to 
proceed with the actual filing of the 
application. The principal steps in 
this routine are as follows: 

1. Obtain and fill out Veterans Bu- 
reau Certificate of Eligibility Form 
No. 1800. This, together with a pho- 
tostate of the veteran’s discharge pa- 
pers, is to be mailed to the nearest 
Veterans Bureau office. When this 
is approved, two appraisers are as- 
signed to study the proposed project, 


with the veteran given the option of 
selecting either of the suggested ap- 
praisers. 

2. When the eligibility form is ap- 
proved and returned, regular appli- 
cation can be made with the local 
building and loan association, bank, 
or other qualified lending agency. 
Two sets of plans, specifications, pic- 
tures of the lot and adjoining prop- 
erty and the builder’s contract must 
be submitted. 

3. After appraisal has been made 
by the loan agency Veterans Bureau 
Forms 1801 and 1802, Veteran’s Loan 
Guarantee, are filled out. The Loan 
Closing Statement, Form 1806, is also 
completed in duplicate. 

4. A certified copy of the proposal 
or contract to build, plans and speci- 
fications and Forms 1800, 1801, 1802, 
1803 and 1806, along with the vet- 
eran’s credit report, are then mailed 
to the nearest Veterans Bureau office 
for approval. 

With the present flow of applica- 
tions and the help available, it is 
generally possible to obtain approval 
of the loan applications within a week 
or ten days. 

At the present time if the appraisal 
does not meet the contract price, the 
veteran is not permitted to supply 
the differences in cash. There is some 
possibility this regulation may be 
amended. 
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a 


from all over 
the 


a distributors benefit from handling one 
line that answers so many building maintenance prob- 
lems. One Sonneborn product sells another. 

Sonneborn Building Savers listed in the Business- 
Finder Chart below are regularly specified by architects 
and used extensively by builders in every type of con- 
struction, and are recognized for outstanding perform- 
ance in building maintenance. 

Cash in on this ready-made market for profitable sales 
in your territory. For details of the Sonneborn Building 


Savers franchise, check list below and write Dept. AL. 
' You Can Sell It for 


'Wearproofing and dustproofing new 
or old concrete and terrazzo floors, 
other concrete surfaces 





(= _ BUSINESS-FINDER CHART 





The Product Is 





LAPIDOLITH 
LIQUID 





Preserving and finishing wood floors, 
trim, doors, paneling —— in one ap- 
plication 


LIGNOPHOL 





CEMCOAT FILLER ~ 
DUSTPROOFER 


Protecting and decorating cement 
and wood floors 


Improving quality and workability 
of concrete and mortar 


Protecting and preserving, patching 
and repairing roofs of all types 


Protecting iron, steel and other 
SRP. metal surfaces, inside and out, 
against rust and corrosion 


Protecting and brightening interior 
and exterior surfaces — metal, 
wood, masonry, wallboard, etc. 


Caulking, pointing up, sealing, 
glazing, etc. : 

Grouting machinery bases, structur- 
al columns, anchor bolts, grids, etc. 


Patching and ae concrete 
or wood floors 


Cleaning and waxing wood floors 
and linoleum in one application 


Ptotecting exterior masonry walls 
against disintegration due to exces- 
sive water absorption 





TRIMIX LIQUID ~ 





STORMTIGHT 








SONOLASTIC 
ALUMINUM PAINT 
(Ready-Mixed) 
SONNEBORN 


CAULKING 
COMPOUNDS 








FERROLITH “G” 





SONOMEND 





FLOORLIFE 
CLEANER ~ 














HYDROCIDE 
Colorless 


\S 





BORN BUILDING LS 


SONNE 


NGS 
WAXES ° PROTECTIVE cOATl 


1S: 
FLOOR TREATMEN DMIXTURES 


CONCRETE AND M 
$s 
CAULKING COMPOUND 


ORTAR A 
| ROOF COATINGS 


BUILDING PRODUCTS DIVISION 
L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
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A GOOD BRIDGE TO CROSS 


Head off the hazards 

of decay and termite 

attack. Pressure-treat 

wood with Wolman 

} Salts* preservative 

=~. before you build. 

That's excellent life 

insurance for all 

wood. hicitiaeiiivitli bridge, for example. 


Wolmanized Lumber*—millions and mil- 
lions of feet— has proved its lasting ability 
throughout the past quarter-century. That's 
why it was specified for so many Army 
and Navy structures all over the world. 


There'll be an abundance of wood for all 
construction. Even now lumber and timber 
are available for rated construction projects. 
Retain these advantages by building with 
wood—low cost, faster erection, high insu- 
lating value, light weight, resilience—and 
add long life. Specify Wolmanized Lumber. 


CREOSOTING 


AVA es 
*Registerea AYA : Se FLAMEPROOFING 
trademarks ; 


WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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MERCUANDISING CGreéc 


1 





The Other Fellow's Eyes 


WELL-KNOWN sales manager 

used to insist that the besetting 
sin of the vast majority of salesmen 
was the fact that their sights were 
too low. 

“You've got to look at your product 
with the eyes of your prospect,” he 
would say. , 

Then he would tell about the cub 
salesman who made a $1200 advertis- 
ing contract (his first one) with a 
large manufacturer when he really 
was trying for a $100 deal. The manu- 
facturer filled out the contract for 
$106 per month for 12 months instead 
of $100 per year. The young salesman 
made $300 in commissions instead of 
$25 and didn’t know the difference un- 
til he looked over the contract! He 
was relying too much upon his own 
viewpoint. 

Today’s analogy may be the lum- 
berman without lumber who is in- 
clined to look upon all jobs as lumber 
jobs and in doing so overlook the vast 
amount of work that can be done with 
other materials. 


It has been well said that “originality 
is simply a pair of fresh eyes.” 


Listen To The Record 


IFE WILL be easier, or harder, 

for postwar salesmen who are re- 
quired to write detailed reports. A 
recording device already is available 
which enables the salesman to dictate 
his report as he sits in his car follow- 
ing the interview. He then mails the 
record to his company where it is 
transcribed. Only worry is that some- 
one wiil come along with an inven- 
tion that will make a recording of the 
interview itself. 


Sound Advice, Mr. Yost! 


HE FRONT COVER of the previ- 

ous issue of the AMERICAN LUM- 
BERMAN reminded us forcibly of the 
vast amount of remodeling that will 
be done in lumber yards as soon as 
materials and labor are available. We 
liked particularly the observation of 
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L. Morgan Yost, AIA, associate editor, 
who said: 

“In general it may be said that the 
old theory of store design, that of a 
flat front, no longer serves the purpose 
of retail merchandising. The idea of 
a store ‘front’ should be a thing of 
the past. The store itself should be 
seen from the street, and the easier 
the design of the store makes this 
transition from street to store, the 
more successful that store will be.” 


The man at the top is usually some- 
one who has been in the habit of get- 
ting at the bottom of things. 


Where Rules Are Rules 


HERE IS SOMETHING in the 
story of “No Substitutes” told by 
Walter Davenport in Collier’s that re- 
minds us of the inviolable rules and 
regulations now emanating with 
frightful regularity from the count- 
less bureaus in Washington. In Costa 
Rica, Davenport ordered one egg for 
breakfast. The bill was 90c although 
an egg breakfast, according to the 
menu, was 60c. Davenport complained. 
The waiter called attention to the 
fact that the 60c breakfast consisted 
of two eggs while Davenport had or- 
dered but one. That made his break- 
fast a la carte and more expensive 
than the special combination. Nothing 
could be done about it as there could 
be no deviation from the “No sub- 
stitute” rule. 


We don’t know how much unemploy- 
ment there will be during the recon- 
version period, but we’ll bet our last 
dollar the search for go-getters will be 
as great as ever. 


Leave ‘Em In! 


HE BOYS OVERSEAS don’t care 

for magazines with the ads torn 
out to save weight in mailing. Ver- 
dict: “The advertisements are the 
best part. We read them over and 
over to see what is going on at home.” 
If you have any doubt as to the 
amount of reader interest in today’s 


advertising, have someone tear out 
the advertising section and hand you 
what is left! 


A letter must be posted before it can 
impart information. The same rule 
should apply to people. 


It Will Be a Great Day 


PEAKING OF modern devices for 

postwar lumber yards brings the 
hope that it won’t be long before all 
such establishments are equipped with 
loud-speakers which will enable the 
front office to talk with the yard 
foreman instead of requiring custom- 
ers to go out into the yard in search 
of someone to wait on them. This 
exasperating search probably has 
made more customers peeved than any 
other practice in modern retailing. If 
we didn’t own such a device, it sort 
of seems it would be among our first 
postwar purchases. 


Best definition of worry we have come 
across: A circle of inefficient thoughts 
whirling about a pivot of fear. 


Now or Later? 


HY SHOULD I promote home 

building when I haven’t any 

lumber? Lots of lumber dealers are 
asking that question these days. 

The answer will be found in the 
fact that planning a home is a long: 
haul job. It’s something that isn't 
done over night. 

It is undoubtedly true that more 
people are now planning to. build a 
home than at any other time in the 
history of the lumber industry. Since 
home building means as much as it 
does to lumber dealers, it seems the 
appropriate time to roll up the sleeves 
and do some plain and fancy promot 
ing. 

One thing is certain. The dealer 
with the most prospects will make the 
most postwar sales, come the day 
when home construction can be re 
sumed. 
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NO RECONVERSION problem 
here—just the same high stand- 
ards of quality year after year 
that have taught lumbermen to 
think of Neils whenever the best 
is wanted. 


Our sawmill and planing mill 
at Klickitat, Washington, are 
among the most modern in the 
world. Modern equipment, op- 
erated by experts, has enabled us 
to continue high production of 
well manufactured lumber — all 
thoroughly kiln dried —in spite 
of labor shortages and other han- 
dicaps. 


Military requirements still take 
first place in our shipping sched- 
ule, but we are looking forward 
to serving you with our usual 
high quality lumber when mili- 

F tary needs permit. 
for 
the 
e all No. 25 in a series on modern lumber manufacturing. 
with 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association Libby, Montana 





PLYWOOD You'll Be Hear- 
ing a Lot About After 

nou the War... 
al “Kk i 8 a3 ‘ ! a "Soundbilt" is making a real name 
; . ) = for itself in war uses. While unable 
‘= to book any more “Soundbilt" or- 
ders now, we do want to register 
ti this name "Soundbilt" with the 
long: ae lx! trade — and when peace comes, we 
isn’t 7 " = J ! t know you'll like “Soundbilt" quality, 
. . grades and service. Manufactured 

more at. " q YS in the new modern plant of 

ild a ae P 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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PROQUGRS SALES AIDS + UMTERATORE 


- 


Glass-Louvered Windows 840 


The latest innovation for postwar 
homes is an entirely new type of win- 
dow that combines beauty with con- 
trolled ventilation and maximum 
light. In the Bishop Venta-Glass win- 
dow, resembling a venetian blind, the 
louvers are made of plate glass and 
are opened or closed by moving the 
front “floating” frame. When the 
louvers are horizontal they permit a 
90 percent opening of the window 
area for maximum ventilation. When 
closed, the louvers overlap creating 











































































a watertight seal. 
be tilted to any desired position. This 


The louvers can 


window is manufactured complete, 
ready to install, coming in a wide 
variety of standard window sizes to be 
installed in new homes or to replace 
old windows. Screens and storm sash 
can be mounted on the outside. For 


further information check number 
8401. 
Fireproof Wood Bulletin 8406 


The treatments used in fireproofing 
wood, types of fireproofed wood to be 
used for specific jobs, the economy of 
this product, as well as the safety of 
using such wood are all described in 
a new bulletin published by the Pro- 
texol corporation. In addition it tells 
about tests that have been made on 
wood treated with Protexol and the 
qualities of the various products. For 
this bulletin, which gives the dealer 
a further understanding of fireproofed 
wood, check number 8406. 






Farm Building Handbook 


8409 
Available to dealers and distribu- 
tors of Certain-teed building products 
is a new Farmer’s Handbook, a pro- 
motional booklet for use as a sales 


builder. It contains an index of the 
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building products, the advantages of 
using Certain-teed building materials, 
a section on roof repair and mainte- 
nance, another on building boards for 
walls and ceilings, and concluding 
with a noteworthy P. S. to the farm- 
er’s wife. For a copy of this hand- 
book check number 8409. 


All-Wheel-Drive Trucks 8408 


Production is scheduled to start in 
October on two models of Marmon- 
Harrington light-heavy, all-wheel- 
drive trucks. Orders for the trucks 
will be filled in the rotation received. 
A bulletin gives the engineers draw- 
ings and tentative specifications of 
both models. For this bulletin and 
for full particulars and possible de- 
livery dates check number 8408. 


Chromtrim Catalog 8407 


In a convenient pocket size, the new 
Chromtrim catalog is a handy piece of 
literature listing the Chromtrim 
shapes, accessory items, packaging 
and installation applications. All 
profiles are said to be extremely ac- 
curate and are available in matching 
groups to fit every type of material 
and installation requirement. The 
metal has a hard surface and a 
bright, high lustre finish. For a copy 
of the catalog check number 8407. 








Ventilating Farm Buildings 8405 

With no power costs and no mov- 
ing parts, the Agitair ventilator puts 
the wind to work ventilating barns, 
milk-houses, poultry houses, lumber 
When there is no breeze 


mills, ete. 

































































it does not impede natural ventila- 
tion. It is fully weatherproof. Avail- 
able in several sizes, it can be 
mounted on any roof or vent. For 
more complete details check number 
8405. 


Packaged Insulating Plastic 8404 

Ideal for counter and window dis- 
plays is the new packaged Zonolite 
insulating plastic. It will reduce 
costly heat waste, and according to 
its manufacturers can be easily ap- 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


8401 8402 


8406 8407 


8403 


8408 
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05 ’ How long before Western Pines will be avail- 
OV , 


“a ; 0 Mi AK K W A [ able for civilian use? No one can answer that 
ns, - TY ; now. However, the moment wartime restric- 
er j 

oad ) ° , tions on Western Pines are removed, the mill 
¥ Window, Door and “. will be ready to serve you. No reco : 
Cellar F u. econversion 

RAMES problems. There's plenty of timber. Further- 

meet Mouldings, Casing, Base, [iam more, constant research in our laboratories 
pho oll _ Furniture Spe- has brought product improvements and 
better manufacturing procedures, and tomor- 

District Sales Representatives : row you can stock and specify Western Pines 


Mr. R. F. Tayl Mr. H,. M. 4 ° a 
Sn 96 Welnes tend Fo Oe with greater confidence than ever before. 


reat Neck, L. 1, | Crystal Lake, I. WESTERN PINE ASSOCIATION 


New York 
Member Western Pine Assn. Yeon Building, Portland 4, Oregon 








" , : ; a *Idaho White Pine *Ponderosa Pine *Sugar Pine 
la- - ' al *THESE ARE THE WESTERN PINES 
ril- j 
be 
‘or 
er 
04 
jis- - 
: NOW Our Lumber is 


ba Going to Help Lick 


“OFFICERS CLUB“..POST-WAR VERSION 


When Johnny—and Jenny—come marching home they'll 
want a very special setting to get together with their 
buddies. A basement game room, perhaps, as friendly 
and informal as possible. 

Certainly one step in this direction will be to select 
paneled walls and ceilings of Western Pines.* These 
soft-textured woods well know the art of transforming 
an ordinary room into one that radiates gracious 
hospitality. 

Of course, building and remodeling are pretty much 
“out” for the duration. But thinking and planning are 
not. So if you have a scheme in the back of your mind, 


8 
write right now for a FREE copy of “Western Pine 
Camera Views.” This picture book of lovely interiors 
will give you endless ideas to mull over between now 


and Victory. Western Pine Association, Dept. 181-F. 
We hope Su: tan ‘ati Yeon Building, Portland 4, Oregon. 
with relaxation of *Idaho White Pine - *Ponderosa Pine *Sugar Pine 
L-335 to begin that broader service to lumber ‘dealers we've THESE ARE THE WESTERN PINES 
been planning—including our pre-war line of Ponderosa Pine 
and Douglas Fir lumber and in addition cut stock, mouldings, 
millwork and special items. 











During the war the Western Pine Association has 
Oregon Lumber Co. advertised continuously, as illustrated here, in 
Manufacturers of John Day Ponderosa Pine Since 1889 American Home, Better Homes and Gardens, House 
Pine Sales, Baker, Ore. and Garden, House Beautiful, Sunset, and Parents 

Fir Sales, Dee, Ore. Magazine. Over 75,000 requests have been received 

for “Western Pine Camera Views” since January 1945. 
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LUMBER and PILING Since 1915 % 





Bi (MPLA ee = Uy) i WY 


7 “LAW 


WA ALL TYPES -- ALL GRADES 
mew, Western Pines and West Coast Lumber 
Zxp t, Large and Long Timbers -- Fir Piling up to 150 Feet 


Se CAR and CARGO -- WHOLESALE ONLY 
——— OK ARI, 


PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 











“The 


Customer 
is Always 
Right” 


His needs must have first consideration. The lumber must be 
where it is wanted, when it is wanted, in the form and in the 


quantity and the quality desired. 


Our own convenience is not a matter of importance. Our 
own personal likes and dislikes do not enter into the matter. 
One paramount fact must be remembered: This customer is 


always right. 


LUMBER 
CORPORATION 
Southern Hardwoods 


"A Wood for Every Purpose’ 
KIRBY BUILDING HOUSTON, TEXAS 


Yellow Pine 











plied by a customer to any firm sur- 
face. It is available now and no 
priorities are required to purchase it. 
It can be sold for use on chimney flue 
openings, hot water tanks, air ducts, 
furnaces and_ boilers, stoves, hot 
water and steam pipes. For further 
information check number 8404. 


Recessed Fluorescent Lights 8403 

A new type of fluorescent fixture, 
designed to solve both the problem of 
architectural harmony and that of 
easy service in cleaning, is the Wiley 


“Recessed Troffer.” It fits into a 
ceiling opening of 12 x 48 inches, and 
is made for individual installation of 
continuous runs in open, louvered or 
ribbed glass models for 2, 3 or 4 
40-watt lamps with instant start or 
starter ballasts. The glass shield may 
be opened or removed altogether for 
cleaning and replacing lamps. For 
a bulletin giving more complete de- 
tails check number 8403. 


Coated Abrasives Book 8402 

To acquaint coated abrasive users 
with the newly announced system for 
identifying coated abrasives by Car- 
borundum, the Carborundum company 
has prepared Sanding and Finishing, 


i a 
an 84 page book containing informa- 
tion about coated abrasives. There are 
comprehensive recommendations for 
the use of coated abrasive products 
in metalworking, woodworking, floor- 
sanding, plastics, specifications for 
belt sanding, belt splices and speeds. 
This book, available to all industrial 
users of coated abrasives, may be had 
by checking number 8402. 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 











HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


# 
Members: M. F. M. A. N. H. L.A. N. H. & H. M.A. 


Oconto, WISCONSIN 
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Hinieat upon Lo-K’ 
to Deliuer Qusulation Sales 


Here are just a few reasons 








why customers are quick to 
select Lo-“K”: 





® insulates from 4% fo 36% more: 
effectively than most ordinary 1 
- insulations. ay 


®@ Lightest in weight of all commercial 
insulations. Permanently resilient. — 
Safe to handle. Easy to install. 


®@ Resists moisture, rot and vermin. Will 
not burn even at 1800° blowtorch heat. 


© Lasts a lifetime. Insures a cooler 
home in summer—warmer in winter. 
Can cut fuel bills up to 30%. 















Alert lumber dealers are depending upon Lo-“K” 
to build insulation sales and profits—create customer 
satisfaction. Lo-“K”, as you know, comes in light, 
easy-to-handle blanket type rolls to fit all standard 
construction. If you are not already stocking Lo-“K” 
or are not acquainted with the full Lo-“K” story, 
send in the coupon below NOW. You can depend 
upon Lo-“K” to deliver. 













COTTON INSULATION 


A Product of 


LOCKPORT COTTON BATTING CO. 
Established 1870 LOCKPORT, NEW YORK 










LOCKPORT COTTON BATTING COMPANY 
Dept. AL-8 Lockport, New York 
Gentlemen: Send me the facts about Lo-“K” Cotton Insulation for 
better building. 
O ARCHITECT 0 DEALER 
O CONTRACTOR OR BUILDER 




















WASMINGTON 


J. Philip Boyd 


Boyd and Winton Resign 

J. Philip Boyd, of the L&LP Divi- 
sion of the War Production Board, has 
announced that he has submitted his 
resignation to Chairman Krug, to take 
effect October 1 or sooner. He also 
stated that John N. Winton is leav- 
ing the division the last of August. 
At this writing, Mr. Krug has an- 
nounced no action in regard to the 
resignations. 

Mr. Boyd stated that his only rea- 
sons for resigning are that the Ger- 
man war is finished, the pattern of 
the division has been pretty well fixed 
for the remainder of the Pacific war, 
he has been in Washington for three 
years, and he wants first to rest and 
second to arrange his personal post- 
war plans. So far, he said, he had no 
business or personal plans to an- 
nounce. He said he certainly did not 
want the difficult task of deciding be- 
tween civilian claimants for lumber 
in the postwar period. 

These resignations have caused deep 
regret in Washington lumber circles. 
Mr. Boyd and Mr. Winton have been 
personally popular; and, something 
not so usual in Washington, they have 
been respected by those with whom 
they’ve worked. Henry Bahr, of the 
NLMA, in speaking about the resigna- 
tions, said, “It’s bad news for the 
industry.” 
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EAVENIDAT 


Southern Pine Price Revision 
Touches Off Hot Dealer Protest 


WO RELATED price revisions 

have touched off one of the hot- 
test retail protests in the history 
of government lumber control. They 
are amendments 9 and 10 to 2nd 
RMPR 19; both effective as of July 
23. For a period of 90 days, ending 
October 21, these amendments set up 
a price discrimination among buyers; 
making it practically impossible for 
retailers to buy Southern pine 2x 4’s 
for resale. 

The end use of the sticks has no 
bearing on the case. Whether they’re 
for building a night club or for crat- 
ing a machine gun is immaterial. If 
the lumber is to be resold at all, that 
puts the slug on the deal. There’s 
much more to the story, and we’ll try 
to tell it all. But this should be enough 
to indicate why the NRLDA has gone 
to town in protest. 

There are rumors along the Avenue 
that these amendments will be modi- 
fied or withdrawn; possibly soon. 
This seems probable; though at the 
moment of writing the rumors are 
still rumors. But whatever happens, 
you’d better watch it. The settlement 
of this controversy and the way the 
settlement is reached could color the 
whole post-war operating pattern of 
this industry. 

Price Differentials 

The story of the amendments is 
something like this: The Central Pro- 
curing Agency wasn’t getting enough 
Southern pine 2x 4’s to meet its or- 
ders. And since at least once before 
it had asked for and been given a 
preferential price on this item it again 
made the same request. This time it 
asked for a temporary increase in the 
price; and the reason given for the 
increase was that it would induce 
mills to cut more 2x 4’s. 

The Office of Price Administration 
complied with the request, but in its 
own way. The first step in granting 
a temporary increase in the price of 
2x 4’s was to cut the permanent price 
by 50 cents a thousand. Next the 
agency raised the price of 2x 8’s by 
$1.50 a thousand. This increase of 


price on the eight-inch sticks applied 
to No. 2 and No. 3 and was not to go 
into effect until after the temporary 
increase on 2x 4’s had been removed. 
The purpose was to bring the two 
items into price balance. Then, for a 
period of 90 days, the OPA allowed 
an increase of $4 a thousand in the 
price of Southern pine 2x 4’s. This 
means, if you’re still following us, a 
temporary net increase of $3.50, as 
compared with the price in effect be 
fore July 23. There was the further 
provision that the higher price could 
be paid only for 2x 4’s that were 10 
feet long or longer and that were 
shipped in straight cars. 

This was amendment 9. There were 
ten or twelve other adjustments made 
in the same amendment; but it’s the 

footnote setting 
up the temporary 
increase in_ the 
price of 2 x 4's 
that’s the one to 
watch. 

The NRLDA 
was disturbed; 
partly by the 
long - length, 
straight car pro 
visions that defi 
nitely favored the 
large consumer, 
but even more by 
the fact that 
standard practices 
formerly used 

H. R. Northup with success in 
channeling distribution had not bee 
followed. The association was uneasy 
over the use of price shifts for other 
than their rightful purposes. But, up 
to that point, any one who had the 
right to buy this stock under L-335 
could pay the increased price. 

Amendment 9 was issued on July 
17. Amendment 10 was issued on July 
20. Both were to take effect on July 
23. Amendment 10 is the payoff. 

Amendment 10 provides that the 
permissive increase in price may b 
paid for Southern pine 2x 4’s “whel 
shipped in straight carloads of 10 feet 
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ovel Our sustained yield forest management policy for the 
va past thirty-five years is providing for the War needs of 
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and longer and sold for direct mill 
shipment to an agency of the United 
States government, or to a user for 
direct use in filling government con- 
tracts, or subcontracts, but not for 
resale.” 

There, in those final four words, 
you have it. Some retailers do operate 
box factories or other manufacturing 
plants with government contracts large 
enough to warrant purchasing 2x 4’s 
in straight cars for direct use. Prob- 
ably not many. Note that these men 
can buy as manufacturers; not as re- 
tailers 

However, before somebody gets 
technical with us, the page admits 
that the prohibition isn’t against buy- 


ing these 2x 4’s by retail yards. This 
isn’t a freeze. Those who had the legal 
right to buy these sticks, during the 
first week in July, continued to have 
it during the last week in July. The 
difference lies in the fact that certain 
buyers are permitted to pay a larger 
price. No need to tell you that in a 
sellers’ market, created by shortages, 
the buyer who can pay the higher 
price gets the stock. 

But retailers didn’t make this pro- 
test merely because they were threat- 
ened with the loss of an important 
lumber item, at what should be the 
height of the retail season. Of course 
they didn’t like to face such a loss 
at such a time. Notice that they didn’t 








Cross-Piling Kilns Successfully Convert- 


ed To 3-Track End-Piling Moore Cross- 
Circulation Kilns At Holt Hardwood Co., 
Oconto, Wis., Mill 


After converting one old-type cross-piling kiln to the 
Moore Cross-Circulation System, designed for drying 
wide, large capacity end-piling loads, Holt Hardwood 
Co., Oconto, Wis., found this automatically controlled 
drying system such a good investment, that they have 
since converted additional kilns to the Moore System. 


Take advantage of our 66 years experience—let the 


Moore Kiln-Engineer help solve your drying problems. 
Write today. 


If you are interested in kiln drying 
and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


MOORE pay KILNS 











protest when they were confronted by 
a similar loss; when the WPB froze 
certain items of western lumber in 
order to divert these items directly to 
military uses. That was a situation 
in which all except specified military 
consumers stood back. Retailers would 
not have protested this time, had a 
similar freeze been applied for a simi- 
lar purpose to Southern pine 2x 4’s. 
But from where they sit it looks as 
though the OPA had given only casual 
attention to the business of supplying 
essential war industries and had given 
close attention to deciding which 
agencies and individuals were to get 
the right to buy and handle these 
scarce items. 

In its formal explanation, the OPA 
states that amendment 10 “does no 
more than give expression to the pur- 
pose of the original increase in price”; 
which was to bring out an increase of 
this Southern pine item “for the direct 
and immediate use of the military 
services.” The agency adds that the 
amendment will result in channeling 
the increased production “to buyers 
with most urgent war needs who re- 
quire straight car quantities’; and 
that it “will prevent dispersal of the 
increased supply of this critical item 
to distributors serving users whose 
immediate needs are less essential.” 

Retailers were quick to point out 
that this statement doesn’t stand up 
so well. Amendment 9 may divert 
production from other items to 2 x 4’s. 
But what about those “most urgent 
war needs” and what about ‘“distribu- 
tors serving users whose immediate 
needs are less essential’? 

Under amendment ten, Public Hous- 
ing could buy straight cars to be used 
in government - financed construction. 
If this is for the “direct and immedi- 
ate use of the military services’ then 
privately financed housing, built in 
the same area and of lumber furnished 
by retailers, is also for the direct and 
immediate use of the military services. 

But probably the most flagrant in- 
stance is found in the fact that thou- 
sands of contractors and subcontrac- 
tors, engaged in war work of high im- 
portance, do not buy lumber in 
straight cars. They buy it in truck 
lots from local retailers. They can’t 
operate without lumber; but their 
needs don’t come even close _ to 
straight-car quantities. Their value to 
the war effort isn’t measured by the 
volume of lumber each contractor uses 
but by the military value of the muni- 
tions he manufactures. According to 
the OPA explanation, building a pool 
hall in a CO camp would rate as a 
“most urgent war need”; while build- 
ing a shipping case for a bomb sight 
would not be an urgent war need. 
The pool hall would require large 
quantities of lumber. 

Channeling distribution by price 
differentials is quite a collection of 
six-bit words. It’s also a booby trap. 
Something like this: Mr. Vinson, for 
example, says. that business controls 
must be continued until V-J Day and 
on into the post-war period. We've 
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44°’ McDONOUGH VERTICAL BAND RESAW 


BELT OR MOTOR DRIVEN 


Made left hand only. Power Required: 20 H. P. 
Bearings: Heavy duty ball bearings. Saws: 5” wide; #19 ga.; 23 ft. 4” long, 
Wheels: 44” diameter; 4'/.” face to carry 13%4” teeth. Saws not furnished as regu- 
5” saw, taper bored. lar equipment but carried in stock as 
Top Wheel Shaft: Alloy steel, 234” in extra for convenience of users. 
bearings on each end. Feed Rolls: Four driven rollers 4!/.” diam- 
Lower Wheel Shaft: Alloy steel, 3'/2” full eter with independent adjustment for 
length, supported on outside of wheel alignment with saw. 20 to 75 lin. ft. 
by hanger from column, to eliminate per min. 
overhanging wheel. Maximum opening 12!/2”—6!4,” each side 
Saw Strain: Sensitive knife edge type with of saw line. Inside rolls flexibly mounted 
gauge to indicate strain. eg gauge sawing. ' 
ides: i n be set for center or gauge sawing 
a2" Guides: Quick. epesing and tilt for bevel siding. 
Maximum Depth of Cut: 25”. Feed Roll Drive Mechanism: Variable 
Extreme Height from Floor Line: 6 ft. 3!/:”. speed, self contained, friction drive 
Floor Space Required: 4 ft. 10'/2”x5 ft. 1”. mounted inside of column, exclusive on 
Speed: 600 R. P. M. this resaw, eliminates danger of contact 
with large number of moving parts ex- 
posed on all competing machines. 
Belt Drive Machine with 16”x8!/2” pulley: 
Net weight 5,000 Ibs.; shipping weight, 
skidded and crated, 5,400 Ibs. 
: Motor Driven Machine: with built-in 20 H. 
/ ' , A = P. electric motor and “'V" belt drive; 
on 8 et Pers — : Y ; net weight 5,800 Ibs.; shipping weight, 
= . 3 FT, bid skidded and crated 6,200 Ibs. Starting 





switches and controller not furnished. 


Good Deliveries with Priority 





Write for Complete Information 


McDonough 
Manufacturing Co. 


INCORPORATED 1888 
EAU CLAIRE, WISC. 


BOOBY TRAP 














resulting in 
thousands of 
accidents yearly! 


Eliminate this 
costly hazard with the 


AVAILABLE FOR MONARCH saa 
PROMPT DELIVERY CAR DOOR OPENER 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. ns Regier 
Various sizes and dogs to meet your needs. ely os i: im ak ae a 
Ets) years’ experience in building Saw Beer Opener. Gat grater safety . . - 


loading and unloa schedules 
Mills and woodworking machinery. mee ~ os overt cr fll your 


needs today! Price $17.50 each. 
LANE MANUFACTURING CO. | PRIORITY NEEDED 


MINING SAFETY DEVICE CO. 
MONTPELIER, VT. tte ak 
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been told often enough and have ac- 
cepted it as true that war-time con- 
trols in this industry are aimed at 
delivering needed lumber to all es- 
sential war industries at uniformly 
controlled prices. In other words, this 
control is aimed at end purposes. But 
price differentials as a means of chan- 
neling distribution must be considered 
a method of deciding who may and 
who may not do business. 

Some retailers have become bitter 
about this; have expressed the opin- 
ion that the purposes in amendment 
ten, spreading trouble among thou- 
sands of war projects, are merely to 
help a single buying agency to get the 
lumber that it apparently can’t get on 











even terms in the open market. This 
page wouldn’t know about that. The 
tested method of the temporary freeze 
wasn’t used. We wouldn’t know why 
it wasn’t used. We do know the retail 
industry is irritated and anxious be- 
cause of this experiment in top-side 
decisions about who may and who 
may not do business. This page doesn’t 
think the industry cares to see this 
experiment become a postwar general 
practice; in fact doesn’t think the in- 
dustry cares to see it become a gen- 
eral practice. Period. 

H. R. Northup, of the NRLDA, at 
once took alarm when amendment 9 
was issued; sent out a bulletin ana- 
lyzing it and warning of the possibil- 





Cxample Noa. 2 THE LAW OF ASSOCIATION 





For years Sisalkraft’s position in the building paper industry has 
been unquestioned. It is known as a superior product everywhere, 
giving satisfaction that generally exceeds its claims as to quality. 


Tell me who you go with, and 
Ill tell you who you are 


High quality products can be likened to good associates — they 
help maintain a reputation. Like good associates, they earn respect 
by some outstanding service or performance. 


To give outstanding service a product must never be made down 
to a price. This is essential for complete customer satisfaction. 


Sisalkraft has earned its reputation for high quality because it 
saves time and labor . . . resistant to tearing and snagging it assures 
a better finished job . . . offers more protection against wind and 
moisture than ordinary building paper. 


The dealer who sells high quality products, like Sisalkraft, does 
his customers a real service . . . he guides his customers to a better 
long-time investment. In this way, he adds to his reputation. 







Just a few dollars more — a frac- 
tion of a percent of the cost of the 
house — will give your customers the 
best in building paper — Sisalkraft. 
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ity of a further amendment to confine 
the price increase for direct use of 
government agencies and war contrac- 
tors and subcontractors but not for 
resale. 

When amendment 10 was issued, 
Northup wired its contents to State 
and regional secretaries, together with 
his stated opinion that the amendment 
nullified L-335 and the priorities sys- 
tem, discriminated between war users 
of lumber, stopped the sale of lumber 
to essential civilian users and uses 
such as railroads, farms, repair of 
storm damage and essential industrial 
repair, stopped the purchase of 2x 4’s 
for yard stock and added that OPA 
was usurping a proper function of 
WPB in attempting to channel lumber 
distribution by means of price action. 

Northup then sent wires of protest 
to J. A. Krug, Chairman of the WPB, 
to John W: Snyder, Director of War 
Mobilization and Reconversion, to 
William H. Davis, Director of Eco- 
nomic Stabilization, and to Clinton P. 
Anderson, Secretary of Agriculture. 
The wires are fairly similar. After 
mentioning the matters named in the 
paragraph above, Northup made this 
statement in the telegrams to Snyder 
and Davis: “For 90 days it (amend- 
ment 10) will seriously handicap all pri- 
vate building: residential, industrial 
reconversion jobs and essential civil- 
ian, industrial and agricultural main- 
tenance and repair jobs. We understand 
War Production Board does not ap- 
prove this action (issuing amendment 
10) or think it is required. Believe you 
should demand that OPA stick to its 
function of controlling prices and 
cease channeling commodities by price 
action. Lumber distribution yards 
cannot possibly perform their func- 
tion of supplying lumber for essential 
war uses or essential civilian uses in 
face of conflicting actions of OPA and 
WPB.” 


Domestic Legislation 

The House has adjourned until Oc- 
tober 8, and as soon as the Senate fin- 
ishes up some international matters, 
for which it has responsibility under 
the constitution, it too will go home. 
Congress has shown remarkable una- 
nimity, of late, in diplomatic affairs; 
but better get braced for some loud 
stuff on domestic issues when the 
legislators reassemble along the Poto- 
mac, come autumn. Plenty of these 
things will be of importance to this 
industry. 

The surplus property disposal pro- 
gram isn’t considered in such good 
shape. There’s supposed to be a hun- 
dred billion dollars worth of surplus 
government property hanging ove! 
the heads of business. The President 
has suggested a single director instead 
of -the three-man board; but so far 
Congress hasn’t acted. McNutt has pre- 
dicted seven and a half million unem- 
ployed, the first year after the war in 
the Pacific ends. The President has 
urged passage of the Kilgore bill, pro- 
viding $25 a week in unemployment 
payments for 26 weeks. 
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Current Statistics on 
Output and Distribution 

Lumber shipments of 470 mills re- 
porting to the National Lumber Trade 
Barometer were 10.9 per cent below 
production for the week July 21, 1945. 
In the same week new orders of these 
mills were 5.7 per cent less than pro- 
duction. Unfilled order files of the re- 
porting mills amounted to 109 per cent 
of stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 38 days’ production at the current 
rate, and gross stocks are equivalent 
to 33 days’ production. 

For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by .7 per cent; orders by .8 
per cent. 

Compared to the average correspond- 
ing week of 1935-1939, production of 
reporting mills was 8.4 per cent more; 
shipments were 1.7 per cent more; 
orders were 4.5 per cent greater. 


Southern Pine 

Production of southern pine by 139 
mills for the week ending July 21 as 
reported to the Southern Pine Asso- 
ciation totaled 18,787,000 feet. This 
is 22.28 per cent below the three-year 
average for the same mills. Shipments 
during the week ended July 21 totaled 
20,496,000 feet, 9.10 per cent above 
output. Orders placed were for 17,379,- 
000 feet, 7.49 per cent below produc- 
tion and 15.21 per cent below ship- 
ments. Total pine stocks on hand at 
the end of the week were 144,755,000 
feet as against unfilled orders of 133,- 
192,000 feet. 


Western Pine 

Ninety-nine mills reporting to the 
Western Pine Association for the 
week ending July 21 cut 73,754,000 
feet, considerably below production in 
the corresponding week a year ago 
when the total was 90,924,000 feet. 
Shipments that same week were 63,- 
585,000 feet, 13.8 per cent below the 
cut. A year ago shipments in the cor- 
responding week were 83,812,000 feet. 
Orders accepted in the current week 
were 14 per cent below the output at 
63,459,000 feet as compared with 90,- 
781,000 feet a year ago. Orders on 
hand July 21 were for 379,756,000 feet. 


West Coast 
Fir and other west coast mills pro- 
duced 80,593,000 feet of lumber during 
the week ending July 21, according to 
the report of the West Coast Lumber- 
mens ‘Association. This is 75.4 per 
cent below the reported cut of the 
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MUNDI ANALYSIS 


Muddled Supply Situation Grows Worse 


ESPITE NUMEROUS and vocif- 

erous warnings from time war 
started, the nation’s lumber situation 
is getting into the muddle which every- 
one was so anxious to avoid. To be- 
gin with lack of cooperation on the 
part of OPA with WPB has resulted 
in an accumulation of deterrents to 
production and distribution that dis- 
couraged even. the most enthusiastic 
producers, especially in the south. 
Climaxing this travesty on manage- 
ment was the issuance of Amendment 
9 to RMPR 19 effective July 23 for 
90 days, granting a net increase of 
$3.50 for southern pine 2x4’s 10 feet 
and longer when shipped in carload 
lots to buyers with urgent war needs. 
So much pressure has been placed on 
OPA as a result of this attempt to 
do a WPB job with prices that lat- 
est rumors presage cancellation by 
August 10 or thereabouts. 

The labor situation in logging camps 
and sawmills is becoming steadily 
worse. High wage-paying cost-plus 
war material manufacturers are still 
being permitted to offer jobs to woods- 
men and sawmill workers at wages 
much higher than wartime laws will 
permit lumbermen to pay or to take 
any profit on if they were permitted 
to pay. This is more evidence of lack 
of consideration for the industry pro- 
ducing what is now considered one of 
the war’s most critical materials. 
Production in all regions is down 


from 15 to 30 per cent below last year. - 


Prime reasons for this situation are 
given aS manpower and equipment 
shortages, plus bad pricing policies on 
some species—all of which could have 
been avoided if government agencies 
had for once broken with precedent 
and used a little foresight plus some 
good old American common horse 
sense. 

Now we have reached the point 
where agencies are passing the blame 
around with no one willing to assume 
responsibility. J. Philip Boyd, who 
has always acted in the best interests 


of the industry in strict relation to 
the job that he was charged with ful- 
filling, now finds it impossible to 
stomach it any longer and has 
tendered his resignation effective Oc- 
tober first “or sooner.” J. N. Winton, 
deputy director of the Lumber Divi- 
sion, likewise is leaving and has set 
his date at August 31. 

In the meantime farmers and pri- 
vate builders with priorities report 
inability to obtain minimum lumber 
supplies to satisfy essential needs. 
The Central Procurement Agency is 
pulling all the strings within reach 
and groping about for more to put 
their hands on as much of the war 
buying as possible. Auctions are regu- 
larly concluded with unfilled require- 
ments carried over. 

Retail lumber yard stocks have hit 
the lowest point in history. What is 
available is poor grade, odd sizes and 
species that do not serve a fraction of 
the urgent requirements. For several 
months this publication as well as 
numerous other market observers 
have stated that the peak of wartime 
demand and buying had been reached. 
This is a correct conclusion, but that 
peak remains relatively static in the 
face of increasing difficulties on the 
part of the industry to produce and 
deliver. This means that although 
demands are not increasing appreci- 
ably the overall situation is growing 
steadily worse and the longer it con- 
tinues to veer in that direction the 
longer it will take the industry and 
the nation’s retail lumber dealers to 
recover from a position which is grow- 
ing more threatening daily. 

Competent observers regularly state 
that minimum critical war needs are 
being met, and that is as it should be. 
But it is a sad commentary on the 
government and its representatives 
that an industry should be thrown 
into turmoil in order to channel lum- 
ber to the point where it is most 
needed. 





same mills in the corresponding week 
a year ago and brings the 1945 cut 
to date 86.5 per cent below the same 
period of 1944. Shipments the week 
of July 21 totaled 69,949,000 feet, and 
new business accepted was 81,721,000 
feet. The unfilled order files stood at 


1945 


765,689,000 feet, 264 per cent above 
gross stocks of 290,270,000 feet. 
Northern Pine 
Production of northern pine by five 
mills reporting to the Northern Pine 
Manufacturers Association totaled 
1,660,000 feet the week ending -July 






69 











14. This is about 200,000 feet below 
the same week a year ago. Shipments 
that same week this year were 940,000 
feet and new business booked totaled 
1,125,000 feet. Unfilled orders now 
stand at 8,720,000 feet and_ gross 
stocks are 34,235,000 feet. Total cut 
of the northern pine mills reporting 
for the year to date is 21,250,000 feet 
compared to 23,460,000 feet a year ago. 


In the Market Centers 

SEATTLE: Government demand 
still tries to buy two to three times 
more than the mills can absorb, cur- 
rent auctions reveal. A one-day auc- 
tion at Portland with 20,000,000 feet 
to place resulted in the mills accept- 
ing some 45,000,000 feet of cargo and 
35,000,000 rail. The shortage of 2x4’s 
is so bad only certain high priority 
government orders can obtain them 
and D and better are allowed. The 
pine price on 2x4’s has been boosted 
in an endeavor to add to the supply. 

For months the supply picture has 
been summarized as the most critical 
of the war and every so often state- 
ments that the peak of this has been 
reached appear in print. The peak 
of the shortage is at this writing 
higher than ever before. 

July will undoubtedly show the 
smallest production of logs and lum- 
ber of any month during the war 
period due to a long period of bad 
fire weather coming on top of July 4th 











closedowns plus manpower and equip- 
ment shortages. The situation is worse 
in Oregon than in Washington or 
British Columbia but all sections have 
suffered losses in production because 
of continued shutdowns. 


KANSAS CITY: With output trail- 
ing demand, civilian needs. will be 
further neglected and the WPB is 
still tightening up. A number of con- 
struction projects were planned in 
this area to get underway soon, but 
they have been ‘shelved since the 
WPB ruled that no more lumber can 
be obtained on certified orders except 
for those projects which have been 
granted priorities assistance. 

Farmers are badly in need of lum- 
ber and railroads find they are able 
to get but 25 per cent of their re- 
quirements. 

The inventory situation has reached 
its low point since fhe start of the 
war, it is generally agreed. Never be- 
fore have stocks been so depleted. 
The Federal Reserve Bank reports 
wholesale stocks on June 30 were five 
per cent larger than a year ago, but 
this was due only to restricted sale 
by the firms. Retail yards had 13 
per cent less stock than a year ago, 
according to the June report. All 
species are difficult to get and mills 
give little thought to ratings because 
bulk of cut already is earmarked for 
the military. 


The southwestern production pic- 


‘TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 


ture remained about the same. Mills 
are far behind in orders due to an 
acute labor and equipment shortage, 


MEMPHIS: The desks of hardwood 
sales executives are still piled pro- 
fusely with high-priority orders. The 
lessening of WPB restrictions on the 
manufacture of certain items for ciyil- 
ian use is without effect as but little 
restriction-free lumber is to be had for 
such uses. 

Retail lumbermen are able to sup- 
ply but a fraction of the demand for 
lumber sought for home building under 
the AA-3 priorities. War plants that 
have been heavy users of building 
lumber, mainly pine, and structural 
timbers under high priorities are 
gradually closing down and this is 
expected to free large amounts of 
lumber for the lower priority holders. 
How soon this will be felt, however, 
is problematical. 

Some low-grade hardwoods are in 
fairly good supply, but hardwood man- 
ufacturers’ stocks are 20 per cent 
lower now than they were a year ago. 
Unfilled hardwood orders at 499,400 
feet per band mill unit are slightly 
higher than they were a year ago. 

Improved weather and better labor 
conditions have helped boost hard- 
wood lumber production during the 
last two weeks with output currently 
running at about 75 per cent of nor- 
mal. Logging operations are still 
hampered by a shortage of trucks, tires 




































ROSS UNIT-LOAD CARRIERS ... 


built in sizes and models to fit your needs 


® Let our engineers recommend sizes and 
models which will most efficiently solve your 
materials handling problems. 


Write Today for Bulletin C-44 


THE ROSS CARRIER CO., Factory—Benton Harbor, Mich. 


SEATTLE — PORTLAND — SAN FRANCISCO — VANCOUVER, B. © 
PINE BLUFF, ARK. — NEW YORK CITY — HOBOKEN, N. J. 





PPQDNS CARRIER COMPANY 
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for STORAGE 

MANUFACTURING 

BUILDING MATERIALS 
FUEL, etc. 


WATERFRONT PLANT IN PORT 
OF NEW YORK 


the long established BROOKLYN 
boat building and repair plant of 


WHEELER SHIPYARD, 
INC. 


Cropsey Avenue— 
Belt Parkway and Coney Island Creek 


to be sold at 


ABSOLUTE 
AUCTION 


to highest bidder regardless of price 


SAT. AUG. 25 


11 A. M. ON PREMISES 


App. 3”2 ACRES—95,000 sq. ft. in BUILDINGS 


Extensive frontages on Coney Island Creek, 
Cropsey Ave. and Belt Parkway 


Buildings mostly sprinklered 

U. S. Channel in creek for tugs and lighters 
Some large buildings with 20 ft. ceilings 
EQUIPMENT SOLD AS ONE PARCEL 


Send for booklet to 


Stephen A. McDonald, Auctioneer 














[THICK ano THIN AGAIN ! | 
> 





Le een — emmy 


You get exasperated sometimes over the miscut 
lumber that comes in, don’t you? 
Well, if that lumber was cut with Corley saw- 
mills, 
@ It wouldn’t be inferior 
@ You wouldn’t get provoked 
@ Your planer wouldn’t wear so rapidly 
@ ... and you'd earn more profits. 





Yes, Corley-cut lumber 
is the kind that puts a 
smile on your face— 
and money in your 
pocket. 


CORLEY MILLS 


CUT 
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CW Y ESTABLISHED 





facturers: Circular Sawmills, Edgers, Trimmers, and Accessory Equipwent § 
hes: . Little Rock, Ark. * Natchez, Miss. * Portland, Ore. ¢ Seattle, Wash. \ 








INC. 


CHRYSLER BLDG. e N. Y. C. e Phone LExington 2-5000 








JER MAN 
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cjEL FROME MOISTURE REGISTER 


_ *— tests PLYWOOD 


VENEER AND LUMBER 
IN three SECONDS 
OR LESS 


Sel 


- VENEER-PLYWOOD 
no points to break off TYPE 
e INTERCHANGEABLE 
or injure surfaces ascuneees 
Save time and money — eliminate You can test any 
guesswork — in testing moisture con- type of lumber er : 


tent of wooden materials. 

Moisture Register —the standard 
in moisture testing — registers mois- 
ture content on a reading dial at the 
press of a button. Used extensively 
for war needs and by leading con- 
cerns throughout the country, it’s 
fast, accurate and dependable. 

Write today for complete infor- 
mation. 


product with electrodes 
illustrated. The entire 
Moisture Register unit 
is completely portable, 
weighing only 51 lbs., 
including carrying case 
as shown. In the plant 
or on the job it can be 
used by anyone, with- 
ovt previous training. 





DEPT. NO. A 
MOISTURE REGISTER 


133 NORTH GARFIELD AVENUE e 












co 


ALHAMBRA, CALIFORN 


. 
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and needed repair parts. 


TACOMA: No letup is apparent in 
the demand for all grades of lumber, 
with the government still in the num- 
ber one customer spot. Scarcity of 
logs, due to the forest fire situation 
and the fact that log reserves are low 
anyway is threatening to curtail pro- 
duction. Because much of the lumber 
being manufactured here holds high 
military priorities, logs are being 
shipped in by rail, in some instances 
from considerable distances, to sup- 
ply the mills most feeling the pinch. 
How long this relief will be available 
is problematical. 

Lumber supplies in yards are at a 
minimum and with no indication that 
demand will diminish, the situation 
threatens to assume even more criti- 
eal proportions. Only the cheapest 
grades of lumber and some cedar are 
available for ordinary buyers. Hous- 
ing construction for war workers con- 
tinues to hold a top spot and is going 
ahead as rapidly as material and labor 
supplies will permit. 

Dry weather, the bane of logging 
camp operators at this season of the 
year, is seriously hampering all woods 
operations throughout this area. No 
serious fires have been reported as 
yet in this immediate vicinity, but the 
woods are tinder dry and every pre- 
caution is being exercised to prevent 
fires from getting started. A fire in 
the North river district, near Aber- 





deen, is reported to have burned over 
an estimated 7,600 acres of slash and 
second growth green timber and to be 
still burning. 

MINNEAPOLIS: Lumber demand 
for homebuilding is very strong in 
the Minneapolis area and flow of ma- 
terials to this type of construction 
has been facilitated by amendment to 
the war housing critical list—Sched- 
ule I of Preference Rating Order 
P-55-c which gives greater leeway to 
priorities assistance for housing con- 
struction approved by NHA. Dimen- 
sion materials are in greatest de- 
mand. Governmental agencies still 
are taking the bulk of available sup- 
plies. 

Stockpiles of northern pine in the 
area have reached a level nearly on a 
par with the 1944 mark for this period 
of the year. Yards are almost en- 
tirely dependent, however, on the 
northern woods and in consequence 
there is still a severe shortage of 
supplies with wholesalers and _ re- 
tailers in about the same relative con- 
dition. Some, but not much, in the 
eat and dog classification continues 
to move. Rural yards are hard pressed 
from the farm trade and have little 
to offer. 

Weather during the last two weeks 
was generally good for logging and 
mill operations in the north woods 
and as a result production was near 
wartime normal at about 1,680,000 feet 








per week. A drastic shortage of labor 
is made more acute by the fact that 
harvest operations drew many farmer. 
woodsmen out of work in logging and 
sawmilling. 

BALTIMORE: With the production 
of southern pine undergoing a further 
decline, the position of the manufac- 
turers of short leaf as well as long 
leaf pine is becoming worse. In the 
long leaf division, with its larger re- 
sources, more efficient management 
and better position in regard to ob- 
taining workers, the situation is bet- 
ter than in the short leaf sections, 
where the units of operation are gen- 
erally small, but the entire southern 
pine setup is in need of a lift if it is 
to be kept in an efficient state. 

Some further change for the better 
is to be noted in the Appalachian 
hardwood regions, with the improve- 
ment credited to weather and trans- 
portation conditions. On the other 
hand, some of the mills have been 
obliged to shut down because workers 
with farms to look after have found 
it necessary to leave the lumber op- 
erations to plant and harvest crops. 

Production of the better grades of 
cypress continues in a fairly satisfac- 
tory way, with the demand for the 
output of mills by the government on 
the decline, though it has not yet been 
possible to turn back consumption ap- 
preciably to domestic uses. Produc- 
tion proceeds on a satisfactory scale. 












THE PLACE TO GET 


DIMENSION STOCK, CLEATS 


We specialize in furnishing K. D. finished or semi-finished Hardwood and Pine 
Dimension Stock and Cleats—also gum, oak, mahogany and maple panels 
for the furniture and industrial trade—and at this time can book a moderate 
amount of additional business in these lines. 











Depending on availability of stock, we are also handling a growing amount 


of commission business in Southern Pine, Western Pine, Spruce and Douglas 


Fir, including Douglas Fir Plywood. 


If you require special stock for war uses, we invite you to contact us. 






REO 





O MILLS 


If you're a reliable shipper, we're 


prepared to really put you on the 









map in this territory. 


L. N. BAGNAL, P.o. Box 737, WINSTON-SALEM 1, N.C. 
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Elected Vice President of 
State Timber Growers 

Sam M. Nickey, Jr., vice president 
of Nickey Bros., Inc., Memphis, Tenn., 
was elected a vice president of the 
Tennessee Timber Growers Associa- 
tion. He was one of many timber and 
lumbermen of the State who met at 
Nashville July 13 and organized the 
association. 

J. H. Nicholson, Waynesboro, Tenn., 
was chosen president and Carter Pat- 
ten, Chattanooga, was named secre- 
tary-treasurer. 

Mr. Nickey says the association 
wants to interest more timber men in 
the management and protection of pri- 
vately owned timberlands in Tennes- 
see. The organization will help Ten- 
nessee timber growers to have better 
fire protection and will give them a 
larger voice in the State’s forestry 
policy. 








In one of a series of salutes to industry on 


“ 


“Your America,” the Union Pacific Railroad’s 
network radio program, Henry W. Collins of 
Chicago, president of the Insulation Board 
Institute and vice president of The Celotex 
Co., was guest of honor, July 15. The pro- 
gram is carried on 126 mutual stations. 
Speaking from Omaha, Neb., where the 
broadcasts originate each week, Mr. Collins 
told a nationwide radio audience the history 
of insulation and discussed anticipated de- 
velopments in the insulating industry. Here 
Mr. Collins is shown (right) checking his radio 
script with Lyle DeMoss, producer of “Your 
Americu.” 





Chicago Hoo-Hoo Golf Party 

The third of the 1945 series of 
Chicago area Hoo-Hoo golf parties 
was held at the Westward-Ho Coun- 
try Club, July 24, with about 25 
Despite the 


8olfers in attendance. 
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Wd MWS 


exceptionally high temperature some 
excellent scores were registered. A 
dinner at the club house climaxed 
the day’s activities. 

Another golf party for this group 
is planned at Westward-Ho for Aug. 
23. Vicegerent Snark E. W. Kettlety 
and his committee have planned some 
innovations for the golfers and the 
dinner to follow. 


Appointed Southern Wisconsin 
Representative 


Western Mineral Products Co., Min- 
neapolis, Minn., announce the appoint- 
ment of Warren J. Buchan as field rep- 
resentative for Zonolite insulation 
products in southern Wisconsin, with 
headquarters in Madison, Wis. Mr. 
Buchan has been associated continu- 
ously with the lumber industry since 
his graduation from college in 1932 
and is familiar with lumber dealer 
problems from a partical standpoint. 


Named to Succeed Father 


Thomas W. Dant has succeeded his 
father, the late Charles E. Dant, as 
president of Dant & Russell, Inc., 
Portland, Ore., and of the States 
Steamship Co. He has been with 
both firms more than 20 years. His 
brother, Robert E. Dant, has been 
elected vice president of the steam- 
ship company and a director of the 
lumber firm. Another brother, Jack, 
serving in the Navy, will return to 
the organization when he leaves the 
service. 


Hoo-Hoo Plans All-Out Annual 


Because Sept. 9, official Hoo-Hoo 
Day, falls on a Sunday this year, lo- 
cal groups and organized clubs of the 
Concatenated Order of Hoo-Hoo will 
observe the 54th All-Out annual con- 
vention either on Sept. 8 or Sept. 10. 
For the past two years this organiza- 
tion has scheduled decentralized con- 
ventions. Instead of one big meeting 
at a central point, approximately 25 
meetings, all synchronized and con- 
ducted under a master program, were 
held in strategic cities. 

This year the problems of recon- 
version in the lumber industry, as 
well as re-employment of returning 
servicemen will receive considera- 
tion. As a result of the efforts of the 
educational committee of Hoo-Hoo, a 
considerable number of State univer- 
sities have adopted educational pro- 
grams for the benefit of the lumber 
and building industries. 

Milwaukee, Wis., is the headquar- 
ters city of the Hoo-Hoo Order. Of- 








fices of Secretary B. F. Springer 34265 
and Supreme Snark of the Universe 
Don S. Montgomery 30285 are located 
there. 


Plywood Distributors 
Elect National Officers 


At the close of the two-day board of 
directors and annual membership 
meeting held at the Bismarck Hotel 
in Chicago July 19 and 20, George L. 
Waetjen, Milwaukee Plywood Co., 
Milwaukee, Wis., was elected presi- 
dent of the National Plywood Dis- 
tributors Association, Inc., for the 
coming year. Mr. Waetjen, one of 
the founders of the association, was 
chairman of the membership commit- 
tee and vice president during the 
past year. 

Other officers elected were: Louis 
G. Riecke, Tulane Hardwood Lumber 
Co., New Orleans, La., vice president; 
Carl T. Crosby, New England Panel 
Co., Everett, Mass., secretary; James 
A. Roland, Fry-Fulton Lumber Co., 
St. Louis, Mo., treasurer (re-elected) ; 
and A. E. Pye, of the association head- 
quarters in Chicago, was _ re-elected 
executive secretary. 


National Commission Lumber 
Salesmen Hold Annual Meeting 

At its annual meeting at the 
Palmer House in Chicago, July 26-27, 
the National Association of Commis- 
sion Lumber Salesmen re-elected A. 
T. Brink, Tri-State Lumber & Shingle 
Co., Kansas City, Mo., as president 
of the organization. M. E. Crow, 
Elkhart, Ind., was re-elected first vice 
president; Fred Widman, Louisville, 
Ky., was re-elected second vice presi- 
dent, and Charles O. Aschmann, Chi- 
cago, was elected third vice president. 
Fred W. German, Chicago, was chosen 
treasurer and Frank J. More, St. 
Louis, Mo., was re-elected secretary- 
manager. 


Business Record 

Fordyce Building Material Co., 
Fordyce, Ark., opened by Hugh Mann 
and C. E. Walters. . . Ellettsville 
Lumber Co., Ellettsville, Ind., has 
been sold to a cooperative. . . Gen- 
eral Manufacturing Co., Inc., Kansas 
City, Kan., incorporated to operate a 
$250,000 lumber business. . . Planing 
mill of the Smith-Haggard Lumber 
Co., Lexington, Ky., destroyed by fire 
July 14, with loss estimated at $125,- 
000. . . Home Building & Supply Co., 
Covington, Ky., incorporated for $25,- 
000 by Horace L. Woody, G. W. Am- 
merman, and D. Collins Lee. . . Main 
section of the Atlas Lumber Co., De- 
troit, Mich., destroyed by fire July 
17, with damage estimated to exceed 
$20,000. . . A. C. Jones, proprietor of 
Linneus (Mo.) Lumber Co., has pur- 
chased the interests of W. W. West- 
ern, owner of the Purdin Lumber Co., 
Purdin, Mo.; a manager will be se- 
cured to continue the yard... 

Auglaize County Lumber Co., Wa- 
pakoneta, Ohio, succeeded by Auglaize 
Lumber Co., an auxiliary of the 
Gramm Truck Trailer Co. Karl 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you oan furnish any of the follow- 
hg (or anything else) write or wire me. 


1 or more cars 4/4”, 5/4”, 6/4”, 
8/4” Soft or Hard Maple, Poplar, 
Pine, Gum, Birch, Willow, Magno- 
lia, Oak, Beech, etc. Any grade, 
preferably Uppers or Log Run. 
Kiln dried, air dried or shipping 
dry. Rough or S2S or S4S. Can 
use RW&4L, or shorts. 











JAMES W. SEWALL 


Consulting Forester 
JAMES W SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
tyblished 1910 Port Arthur, Ontario 





SUGAR & WESTERN 


PINE AGENCY 


#1 MONT 
SAN FRANCISCO, CALIFORNIA 


GS LJ GA Me Pattern Lumber 


Selects and 
Shop 


SOMERY ST 


California Ponderosa Pine 
Mouldings and Cut Stock 








Change Your Saws to Simonds 


Is, F, 3, or 2% inserted tooth Cut 
more lumber at less expense, and no 
saw trouble Saw returned 2nd dat 


as a new one, at about % the cost of 


new SAVE on 2% edger saws. also 
on solid and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


































p Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 


Positive protection against Rot, Fungi, Termites 
Excess Moisture, etc. 

Formulations to meet all official specifications. 
A profitable retail item for Lumber Yards. 





Write fort horcal data, tests, samples, etc 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 








Kleinhenz, secretary to the former 
owners, will be manager and Joseph 
J. Moeller will retire after 49 years 
as a lumber dealer in western Ohio 
counties. . . Hudson Lumber Inc., 
Akron, Ohio, had plant, yards and an 
estimated ten carloads of lumber de- 


stroyed by $50,000 fire on July 13. 
. Two thousand bundles of kin- 
dling wood, valued at $1,000 were 


stolen over the week-end of July 7-8 
from the Anderson-Shaffer Co., Ham- 
ilton, Ohio. . . Riverside Lumber Co., 
Inc., Coquilla, Ore., has been _ in- 
corporated by E. M. Wilson, R. J. 
Preussler, and Noble H. Chowning. 
The latter is general manager... 
Mayes-Howard Lumber Co., Coving- 
ton, Tenn., will open a retail lumber 
yard in Henning, Tenn... 

R. P. Scobee & Son Co., Winches- 
ter, Ky., succeeded by Scobee-Elkin 
Co. .. Cape Supply Co., Cape Girar- 
deau, Mo., capitalized at $50,000, in- 


corporated by Marvin J. Fehlings, 
Martha E. Berg and W. A. Berg of 
St. Louis, and Lillian Sparks and 


Harold W. Sparks of Clayton. .. The 
Roaring River Lumber Co., Roaring 
River, N. C., chartered with capital 


of $100,000, to do a general whole- 
sale and retail lumber business’ by 
E. E. Vaught, Wilkesboro; W. M. 


Greer, Deep Gap, and E. L. Beshears, 
North Wilkesboro. . . Taylor Lumber 
Co., Myrtle Beach, S. C., purchased 
by G. P. Seagle Lumber Co. of 
Marion, N. C. 


Sacramento Hoo-Hoo Initiation 


Initiation of thirteen Kittens into 
the mysteries of Hoo-Hoo took place 
at a concatenation held in the Ameri- 
can Legion Hall at North Sacramento, 
Calif., on June 23. More than 100 
lumbermen and guests were in at- 
tendance. 


See Possibilities for 
Virginia Grown Bamboo 


J. J. Redmond, president of the 
Redmond Lumber Co., Richmond, Va., 
believes there is a great possibility 
for the development of a bamboo in- 
dustry in Virginia. He recently 
brought to Richmond a truckload of 
bamboo poles grown at the edge of 
the Dismal Swamp in Mansemond 
County, Virginia. It was the third 
shipment brought in and one pole 


measured 40 feet, according to Mr 
Redmond, who, noticing the growth 
in Mansemond County about two 
months ago, bought the acreage. The 
poles are being sold to Richmond ip. 
dustries. 


Celotex Opens Lightweight 
Celocrete Aggregate Plant 


The Celotex Corporation, Chicago, 
has announced that lightweight Celo. 
crete aggregate will be manufactured 
in a recently opened government 
owned plant at South Chicago, Ill, 
Production was expected to begin the 
first week in August. This brings the 
total number of Celocrete manufac. 
turing units to five. Other plants are 
located at Cleveland, Buffalo, Pitts. 
burgh, and Troy, N. Y. 

The plant is operated by the Re. 
public Steel Corporation and _ is 
ideally situated to take care of an 
increasing demand for lightweight 
aggregate for concrete construction in 
the midwest States. It is said to be 
the largest plant of its kind in the 
United States. 

The expanded slag of which Celo- 
crete aggregate is composed is mant- 
factured in the new plant by the 
most modern methods and equipment. 

Shipment from the South Chicago 
unit can be made by rail or highway 
and storage facilities are available for 
about 30 carloads of finished material 
in covered bins. 


NRLDA Prexy Visits Northwest 


S. Lamar Forrest, Lubbock, Texas, 
president of the National Retail Lum- 
ber Dealers’ Association, has _ been 
spending a couple of weeks in the 
Puget Sound area, where he attended 
the annual picnic of retail lumbermen 
of Bremerton, Wash., and a regular 
monthly meeting of the Seattle dis- 
trict retail lumbermen. 


Pickering Rebuilds Sawmill 


Ben Johnson, president of Pickering 
Lumber Corporation, Standard, Calif. 
has advised AMERICAN LUMBER 
MAN that the company is_ proceed: 
ing promptly to build a modern mill 
of substantially the same capacity 
as the sawmill destroyed by fire Tr 
cently. The sawmill destroyed, oP 
erating both sides, had an hourly ca 








Visiting the large Doug- 
las fir mill of The Long- 
Bell Lumber Co. recently a 
were members of the HMA 
Kansas City Long-Bell fi 
sales staff. Left to right, , 
pictured inspecting fir 
timbers destined for Pa- 
cific war use, are: Wil- 
lard Francis, salesman; 
Harley Hauk, fir sales 
executive, and Roy 
Woodard, salesman for 
Kansas City territory. 
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> Mr. pacity, with the resaw, of approxi- 
rowth # mately 23,000 feet. 
two The green chain was also de- 
- The® stroyed and the power house was 
nd in- § 4 partial loss. Actual amount of the 
loss has not yet been determined, but 
in present replacement values may 
run to an aggregate of $400,000 to 
$500,000. Insurance is carried on a 
99 percent basis. In addition the 
‘icago, # company carries use and occupancy 
Celo- 
ctured f Buffalo Lumber Exchange 
nment f Has Annual Summer Outing 
o, The 32nd annual summer outing of 





* the the Buffalo Lumber Exchange was 
— held at the Brookfield Country Club, 
te aie Buffalo, N. Y., on Tuesday, July 17. 
Pitts. Afternoon games, including golf and 
quoits, wound up with a_ baseball 
game. Following the dinner, at which 
a 7” 273 were present, President Clarence 
aa W. Bodge called the meeting to order 
weight and later turned it over to Vice 
Hes te President Norman M. Brautigan, who 
te tie served as chairman of the entertain- 
in the ment committee. 
Colo. | US. Plywood Expands 


manu. | Northwest Operations 
yy the United States Plywood Corp., New 
pment, § York 18, N. Y., has purchased stock 
‘hicago § control of the Siuslaw Forest Prod- 
ighway § ucts Co., Mapleton, Ore., which owns 
ble for§ about 300 million feet of standing 
aterial§ timber, mainly fir, and has options 
on substantial additional tracts. 
Siuslaw has a sawmill at Mapleton, 
and U. S. Plywood intends to build 
vest a veneer mill there to increase the 
Texas,§ supply available to its Seattle, Wash., 
i| Lum-§ plywood plant. 
; been 
in the§ Texas Lumber Yard 
tended § Under New Ownership 
bermel§ Parker-Thompson Lumber Co., 
regular Kemp, Texas, has purchased the hold- 
tle dif ings of Rockwell Bros. & Co. at that 
place and will continue the business 
under a partnership composed of R. W. 
| Parker, Sr., who was manager in 
Kemp for Rockwell Bros. for 31 years; 
his son; R. K. Parker, who has been 
assistant coach for the Chicago Cardi- 
nals pro football team, and E. J. 
Thompson, Jr. 


ckering 
, Calif. 
uUMBER: 
yroceed- 
rn mill 


¢ ity 
Pri, Long-Bell Buys Oregon Concern 


ed, op The Long-Bell Lumber Co., Kansas 
City, Mo., and Longview, Wash., has 
purchased the mills and timber acre- 
age of the Snellstrom Lumber Co., 
Vaughn, Ore., in a million dollar 
transaction, it was reported recently. 
Charles Snellstrom represented the 
four Snellstrom brothers. 
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Werner Will Build Large 
Addition to Metal Plant 

R. D. Werner Co., Inc., manufactur- 
ers of Chromtrim metal mouldings, 
with general office in New York 16, 
N. Y., will build a large addition to 
its metal plant at Greenville, Pa. This 
extension will permit the installation 
of much additional machinery and 
equipment. 

The substantial backlog plus cur- 
rent demand for Chromtrim Metal 
Mouldings, Plastiktrim Shapes and 
Wernco Accessory items has reached 
such proportions that three-shift op- 
erations are deemed necessary to 
service orders now on hand. In ad- 
dition, an employee training program 
is also being put into immediate ef- 
fect. 


Promoted to Rank of Major 
Harold Hager, formerly associated 
with his father, Al J. Hager, in the 
Hager & Cove Lumber Co., Lansing, 
Mich., and stationed in India and 
Burma: since July 1, 1944, has been 
promoted to the rank of major. 


Elected Vice President 

Paul D. Ritter, formerly assistant 
general manager of the Red Jacket 
Coal Corp., at Red Jacket, W. Va., has 
been elected vice president of W. M. 
Ritter Lumber Co. and its affiliated 
companies, The Red Jacket Coal Corp. 
and Red Jacket Coal Sales Co., to 
succeed C. B. Weakley who recently 
retired as an executive but continues 
as a member of the board of directors 
of the three companies, of which Mr. 
Ritter is also a member. Paul D. 
Ritter is a son of W. M. Ritter of 
Washington, D. C., who is chairman 
of the board of directors of all three 
corporations. 


Now Has Four Stars in "E" Flag 


Mall Tool Co., Chicago 19, has 
earned a fourth renewal of its Army- 
Navy “E” award and has been advised 
that it may retain the flag for a year 
before being considered for the next 
renewal. 


Will Continue Manufacturing 
Operation 

R. R. May, president of the May 
Hardwood Co., Louisville, Ky., has an- 
nounced the sale to Gamble Bros. of 
twelve acres of lumber yard property, 
including buildings and machinery 
other than some mobile equipment 
which he will retain. 

Mr. May advises that the manufac- 
turing operation of the May Hardwood 
Co. at Hoskinston, Ky., is being con- 
tinued, as is also the wholesale busi- 
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Single and DoubleActing Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THEKENT MACHINECOMPANY| tavio; 


Cuyahoga Falls, Ohio 


WILL NOT SHRINK 
STICKS AND STAYS pijy 





(HERE'S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 





mediate deliv- 
ery on Durham’s: 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 
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ness. May Hardwood Co., Louisville 
9, Ky., handles northern and southern 
hardwoods, particularly Appalachian 
basswood, butternut, hard and soft 
maple, oak, poplar and walnut. 


New Company Organized 

The Eagle Lumber Dealers Supply 
Co., Marion, Ind., wholesalers of build- 
ing materials, has been organized with 
capital of $100,000, to serve lumber 
dealers of central and northern In- 
diana and western Ohio. J. R. Hedberg 
of Chicago is president of the new 
company. Ernest W. Schmid, formerly 
associated with a wholesale building 
materials concern of Fort Wayne, 
Ind., has been elected manager and 
treasurer. 


Joins Father in Lumber Business 

F. Bowie Smith, Jr., who has made 
a remarkable recovery from serious 
injuries sustained when he crashed on 
one of his flights while serving in the 
American Air Corps in Italy, has 
joined his father in the lumber busi- 
ness in Baltimore, Md. 








Knudson & Mercer Lumber Co. 
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Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of 
wine WHITE PINE sirosus) 


Genuine 


Air-Seasoned ® Water-Cured 
For 103 years, 1842-1945. Capacity 30 million ft. 
annually. 

Members N. W. L. D. Assn. 
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. . Obituaries 


OLAVES ASLAKSON, 77, owner and 
operator of the Valders (Wis.) Lumber 


Co. for many years, died at his home 
in Springfield, Ohio, June 29, after an 
illness of four years. 


ROBERT GLENN BRUCE, 59, presi- 
dent of the E. L. Bruce Co., Memphis, 
Tenn., and 


in the lumber in- 
dustry, died at 
his home in Mem- 
phis on July 23. 
He had suffered a 
heart attack in 
August, 1944, and 
since that time 
had been under 
the constant care 
of physicians and 
able to devote 
only a small. part 
of his time _ to 
business. The son 
of the late Edwin 
Lawson Bruce, 
founder of E. L. 


a leader 





Bruce Co., and Eva Glenn Bruce, Mr. 
Bruce started his business career by 
working during vacations in his 


father’s lumber yard and at the age of 


eighteen was manager of the yard. In 
1910 he and his father began the 
manufacture of hardwood flooring un- 
der the name of Kansas City Hard- 
wood Flooring Co., Kansas City, Mo., 
and after destruction of that business 
by fire in 1913, they started the E. L. 
Bruce Co., in Little Rock, Ark., with 
Robert G. Bruce as vice president and 
general manager. In .1924 he was 
elected president of the company. His 
breadth of vision led the company into 
expanding its operations from one 
plant to seven plants, in building up 
a national and international sales or- 


ganization, and in developing new prod- 
ucts. When war broke, Mr. Bruce put 
his company into the ammunition box 
and prefabricated house business al- 
most overnight. Mr. Bruce was also 
president of the Mississippi & Skuna 
Valley Railroad, constructed by E. L. 
Bruce to get timber out of the woods 
to their sawmills, and was director 
and on the executive committee of a 
Memphis bank. He is survived by his 
widow, mother, a daughter, two grand- 
children, and two brothers, C. Arthur 
Bruce and Edwin L. Bruce, Jr., both 
vice presidents of E. L. Bruce Co. 


CHARLES EDGAR DAVIS, 72, pro- 
rrietor of C. E. Davis Lumber Co., 
Cabool, Mo., died June 27 at a hospital 
in that city after an illness of ten 
days. He and his brother-in-law for- 
merly owned and operated the Grant- 
Davis Lumber Co., Springfield, Mo., 
which is now the Robert E. Lee Co. 


HENRY ELROY GIPSON, 82, chair- 
man of the board of Twin Cities Hard- 


wood Lumber Co. and president of 
Gipson Lumber Co., both of St. Paul, 
Minn., died in Minneapolis on July 12. 


Surviving is a son, Corwin, vice presi- 
dent of the Gipson Lumber Co. 


JOSEPH A. HANNAPEL, 66, president 
and founder of the Hannapel Door 
& Plywood Co., Chicago, a pioneer in 
the wholesale sash and door business, 
having been in over fifty years, died 
July 22. He is survived by his widow, 
a daughter, and four sons, one of 
whom, Howard, secretary of the 
company. 


ELTON M. HANSON, 63, president of 
the Schmitt Lumber Co. of Manitowoc 
and Two Rivers, Wis., died July 19. He 
had been in the lumber business all 
his business life, having assisted his 
father in the Nelson Lumber Co. upon 
finishing high school. 


is 


NATHANIEL WALTER HUBBARD, 
wholesale lumberman, Bon Air, Va., 
died July 14, 


JOHN HUTCHINSON, proprietor of 
the Hutchinson Lumber Co., Oklahoma 
City, died there recently. 





JARRELL, 175, for 
many years owner and operator of a 
lumber company in Muncie, Ind., died 
at his home there on July 19. 

JOSEPH ALLEN PROCTOR, 69, who 
retired six months ago as treasurer of 
the Allen Lumber Co., Peoria, IIl., be- 
cause of ill health, died at his home 
there July 5. 

ISADORE D. SHAROVE, proprietor 
of the Hopewell Supply Co., with head- 
quarters in Hopewell, Va., and of the 
Dixie Supply Co., Petersburg, Va., died 
July 22. 

EDWARD HUBBARD (BUCK) SIL- 
LIMAN, JR., 47, president of the Hol- 
ston River Lumber Co., Atkins and 
Floyd, Va., was killed in an automobile 
accident July 24. His home was in 
Marion, Va. 

WILBERT M. (WEBB) VAN EVERY, 
79, senior member of Van Every Bros,, 
Petoskey, Mich., died at his home in 
Santa Monica, Calif., July 17. Van 
Every Bros. began the operation of 
sawmills and shingle mills in 1892. 

Survivors include a brother Albert E. 
Van Every, Petoskey, Mich. 


ELLSWORTH G. 











ADVERTISING 


PAYABLE IN ADVANCE 


Copy ell be m . = of ee eee 
BERMAN onday prior to publicati 
date. Buses eno based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind” ad- 
dress care this publication count 5 words, 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. } 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE $1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care o 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 
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HELP WANTED 


WANTED—SUPERINTENDENT 


For large retail lumber yard in southern Wis- 
consin, Experience necessary. Must have 
ability to handle men. Address B-105, Amer- 
ican Lumberman. 


WANTED—DETAILER & BILLER 


Mutual Millwork Co., Orlando, Fla., has 
opening for good Special Millwork Detail 
an. Must know construction and how %& 
produce Special Millwork to fit the builders 
needs. State age and salary expected 
how soon available. 
snapshot with your reply. 
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August 4, 1945, AMERICAN LUMBERMAN 


Please enclose recent 
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